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enty years after incorporation, 


“our corporate name becomes 


GUARANTEB 





A change, in name only, for the oldest and most 
experienced title insurance company in New York 


But 


Without change in our regard for the best traditions 
in title insurance, to which we are devoted exclusively. 


Without change in our forward looking approach to 
the needs of the lawyer and his real estate investing client. 


With deep awareness that it continues to be our 
function and duty to expedite the consummation of real 
estate transactions. 

For real estate title service by experienced title men and 
title insurance, the name to call is 


THE TITLE GUARANTEE 
2 COMPANY 


formerly 


TITLE GUARANTEE (and Trust )* Company 


*NO LONGER A CORPORATE FIDUCIARY 


HEAD OFFICE... 176 BROADWAY, NEW YORK 338, N. Y., WOrth 4-1000 





ITTLE INSURANCE THROUGHOUT NEW YORK, NEW JERSEY, 
CONNECTICUT, MASSACHUSETTS, MAINE, VERMONT AND GEORGIA 


a and other states through qualified insurers SS 














LT. policy 
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The sure protection afforded by a Title Insurance and Trust 

Company policy stems from... America’s Largest Southern California’s 
© a sound, conservative management. Tile Company oaeaas Cones Company 
@ assets of over $65,000,000. 


® complete land records in every county it serves. Title insu rance and 


(T.1. is the only California Title Company with such complete records.) 
e America’s largest staff of title specialists. Trust Com a n 
© over 65 years of experience. p y 


These are reasons enough to insist on “T.I. Protection” — 433 SOUTH SPRING STREET, LOS ANGELES 54 
California’s best safeguard for buyers and lenders. MAdison 6-2411 








Branches and subsidiary companies in fifteen California counties. 
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“Protection 


In big-league baseball (and “‘little league’”’, too) every possible 
protection is afforded players and officials. So, too, does 
title insurance, logically provided by a reliable organization, 


assure maximum protection on mortgage investments. 


*There is no better protection 
for a mortgage than title insurance 
by American Title 


LICENSED TO WRITE TITLE INSURANCE IN 34 STATES, 
THE DISTRICT OF COLUMBIA, PUERTO RICO AND THE VIRGIN ISLANDS. 


22 Yeans of Experience 





2 THE MORTGAGE BANKER «+ June 1959 





AO LT TES 


THE MBA CALENDAR 


May 21-22, Mortgage Servicing Clinic, 
The Biltmore Hotel, Los Angeles 


May 25-26, Western Mortgage Confer- 
ence, Multnomah Hotel, Portland, Oregon 


June 21-27, School of Mortgage Bank- 
ing, Courses I and II, Northwestern Uni- 
versity, Chicago 

June 28-July 4, School of Mortgage 
Banking, Course III, Northwestern Univer- 
sity, Chicago 

July 26-August 1, School of Mortgage 
Banking, Course I, Stanford University, 
Stanford, California 


August 2-8, School of Mortgage Bank- 
ing, Course II, Stanford University, Stan- 
ford, California 

September 21-24, 46th Annual Conven- 
tion, Hotel Commodore, New York 


CALENDAR OF 
PRESIDENT NELSON 


MAY 
21-22, Mortgage Servicing Clinic, Los 
Angeles. 
25-26, Western Mortgage Conference, 
Portland, Oregon. 
7, Portland Real Estate Board. 


JUNE-JULY 
21-27, School of Mortgage Banking, NU, 
Courses I and II, Chicago. 


June 28-July 4, School of Mortgage 
Banking, NU, Course III, Chicago. 


JULY-AUGUST 
July 26-August 1, School of Mortgage 
Banking, Course I, Stanford University, 
Stanford, California. 
2-8, School of Mortgage Banking, Course 
II, Stanford University, Stanford, Cali- 
fornia. 


SEPTEMBER 


21-24, 46th Convention, Hotel Com- 
modore, New York. 


In Europe and in South and Latin 
America a great number of housing con- 
ferences and conventions are being held 
this summer. Beginning on June 15 in 
Geneva, they continue on with meetings 
in West Berlin, Finland, Wiesbaden, Rot- 
terdam and Bristol. International sessions 
concerned with re-claiming cities, better 
and more economic housing and city plan- 
ning will be featured. In South America 
there will be conferences in Bogota and 
Santiago and there is even one in Russia 
this summer, the International Union of 
Architects. 
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The most important payment protection 
you can offer your mortgage 
borrowers today 


Insures your mortgagors... when 
disabled by accident or sickness their 
payments will still be made 

An outstanding promotional service 
that attracts many new customers 


Easy to install and operate . . . 
there’s no paperwork burden 


There’s no cost to you 





















Installed without conflict or 
objection by your investors 


Blends into your existing 
insurance operation 


Backed and serviced by “America’s 
Number 1 Accident & Sickness 
Insurance Company’”® 


Let us show you how you can make the 
Mortgage Payment Protection Plan work 
to your advantage. Send today for your 
free copy of our informative ‘‘Mortgage 
Payment Protection Plan’’ booklet and an 
accurate estimate of the profits that can 
accrue to your institution. 


a ge ye ss . 


310 South Michigan 








A MEMBER OF THE 












Proved By Actual 


(VY) 1 f A [ he Service in Hundreds 


of Institutions 

























Consider this plan not only for your own ends but also as your 
public does—a service of your institution, intended for their benefit. 


See For Yourself How Easily This Plan Works. 


This simple procedure 1s in operation today in hundreds of institutions across the nation. 


} | Enrollment of Existing Mortgagors 

Continental supplies all the materials for a 
low pressure but highly effective nail asdicieation 
program. A service representative of the company helps 
your insurance agent the mailing program 
and issue insurance certificates to those mortgagors 
who request this protection. With his insurance 
certificate your t receives a letter 
telling him the new amount of his mortgage payment. 











New Business ‘ peeveeeneral. CASUALTY COMPADHY 
When your clerk prepares the loan papers she fills in — 
this simple snap out certificate. Your gets 


his insurance certificate on the spot along wi = 
his copy of the mortgage note. : Sowa 


> = 2 —  Qmnee each month all new insured mortgages are 
= ; listed on this simple reporting form and 
* =. |. ’ sent by your insurance agent with a check for 
' one year’s premium to the company. 





4 Claim Payments 
All claim reports are submitted by your insurance agent 


to Continental where they are quickly and efficiently 
handled. An optional service in great demand tox 








is the Continental “Get Well Card” which is to yr : ; 
your disabled mortgagor . . . It carries your best ie _ A er oe4g 
preg serve are Somme Regrets. pure yn |e 
to worry about his mo as his ts are re * <a 
being made for him by Mortgage Payment Ll tac “Se 
Protection Plan. 


Please send mea free copy of your 

‘* Mortgage Payment Protection Plan’ 
booklet. 

Nome. 

Position 

Institution 


Contact your insurance agent or nearest 
Continental Branch Office or for your 
convenience use this coupon 











’ Addroee 





4 Avenue + Chicago 4, Illinois 











CONTINENTAL-NATIONAL GROUP. CREDIT INSURANCE DIVISION, CONTINENTAL CASUALTY CO. 


310 S$. Michigan Avenyve, Chicago 4, Illinois 








ONLY AS SECURE AS ITS COVERAGE 


i, 
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COMPREHENSIVE PERSONAL LIABILITY INSURANCE 


This broad policy indemnifies and protects the homeowner 
against virtually all legal liability claims which. might arise out 
of ownership or maintenance of his home. The policy also 
extends to cover the personal acts of the insured and immedi- 
ate members of his family such as their participation in various 
sports activities, as well as other non-business pursuits either 
on or away from the premises. This valuable coverage may be 
written under a separate policy or may be added by endorse- 


ment to a fire policy at small cost. 


VANGUARD INSURANCE COMPANIES 


Home Office e 2727 Turtle Creek Blvd. e Dallas 19, Texas 


REPUBLIC 





Los Angeles, California New York, New York Chicago, Illinois 
DEPARTMENTS 675 South Park View 110 Fulton Street 309 West Jackson Bivd. 
Los Angeles 57, Cal New York 38, N. Y. Chicago 6, III, 
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NEBRASKA 





T-I-C OFFERS “HOMETOWN” 
SERVICE IN 13 STATES 


ALABAMA 


YOUR LOCAL T-I-C MAN IS 
FAMILIAR WITH YOUR LOCAL NEEDS 





He will give you rapid, dependable title insurance 
service—backed by T-I-C's financial responsibility. 


T-I-C is now associated with CHICAGO TITLE AND 
TRUST CO. as a subsidiary corporation. 


TITLE INSURANCE CORPORATION 
OF ST. LOUIS 


810 Chestnut, St. Louis, Mo. * MA 1-0813 
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A LOOK AT REAL ESTATE 





Real estate is now in one of those periods of rapid growth and turnover that have characterized 


many eras of the past 


and because it also has been prominent in so many periods of depression 


it is only natural that many pause to wonder where it will all end. It doesn’t have to end at all— 


if the foundation on which its present prosperity rests is a sound one. This observer thinks the 


overall outlook for real estate is good and sets forth some essential basic reasons why. 


HILE it is important to analyze 
WH necis economic trends which 
have an effect upon real estate, it 1s 
even more important to understand 
the capabilities of our business system 
the 


in which we are 


and type of economic environ- 


ment apt to be 


operating over the next five, ten or 


fifteen vears. At the present, we are 
engaged in a controversy over whether 
we can afford to increase our total 


output each year at a rate as fast as 


Russia’s or whether we should put 
our emphasis upon combatting further 
increases in the price level even 
though such might mean a relatively 


high level of unemployment. 


Both of these extreme views are 


inappropriate for our system. 

We have learned a great deal about 
the operations of our economy since 
World War II, and it is 


possible for us to maintain a relatively 


the end of 


rapid rate of growth without suffering 
from either a high unemployment rate 
or runaway inflation. In order to ac- 
complish this, it is essential that every- 
one recognizes that some fluctuations 
in business activity must occur if we 
are to retain the basic elements of the 
free enterprise system. Also, our his- 
tory shows that prices are likely to 


increase as we strive toward a higher 


By DR. 


and higher living standard. We now 
the know-how to 


disastrous depression as well as run- 


possess prevent a 


away inflation; but because we are a 
democracy, we will be slow in apply- 
ing knowledge and, 
total output will not always be at the 
peak nor will prices always be held 


our thus, our 


at the same level. 

Our rate of growth might be some- 
what less than Russia’s but this is a 
small and inconsequential price to pay 
for an economy that offers us the 
highest living standard in the world 
and, at the same time, a degree of 
freedom unequalled in other 
country. 


any 


ROBERT R. DOCKSON 
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Consultant, Union Bank, Los Angeles, and Professor of Economics, 
School of Commerce, University of Southern California at 
Southwest Regional Appraisal Conference 





The economic environment of the 
future is expansionary and this is 
bound to have an important effect 
upon real estate. Individual communi- 
ties and industries are certain to suffer 
from periodic downturns resulting 
from over-expansion or Over-produc- 
tion but the nation as a whole will 
tend towards an ever higher level of 
output. Periods of over-all decline will 
be temporary and need not reach 
catastrophic proportions. Thus, the 
short term forces affecting real estate 
will be operating around a long term 
upward trend. A balanced economic 
growth pattern is far more important 
than a trend line as steep or steeper 
than Russia’s. 

Because real estate embraces such 
a large and number of 
activities, nearly every economic force 
has some relationship to it. Of major 
importance are population trends and 
family formations, the trend and dis- 
tribution of personal income, the trend 
in total spending, the supply and costs 
of funds needed to finance real estate 


diversified 


transactions, research and _ develop- 
ment expenditures, governmental ac- 
tivities of various kinds, the mobility 
of our industry and population, ‘our 
tax structure, and the use of our 
These forces, plus 
others, determine the 
estate activity for any given period. 


The most significant trend affecting 


natural resources. 


level of real 


future real estate activity is the anti- 
cipated rate of increase in our popu- 
lation. Just recently the demographers 
of the Bureau of the have 
again revised their estimates of 


Census 
our 


‘LAND TITLE 


SERVICE 
COVERS 


CINCINNATI 


CHARDON - 


ALLIANCE 


- COLUMBUS - 


future growth. It is now expected 
that we will have between 192 million 
and 200 million people in the United 
States by 1965 and 216 million to 
244 million by 1975, compared with 
approximately 176 million today. Since 
the past estimates of the Bureau have 
been on the conservative side, we are 
probably safe in assuming that by 
1975 we will add to our population 
more people than currently live in 


dwelling units that will be required 
to replace those that become out- 
moded, destroyed or demolished, plus 
the growing tendency for many fami- 
lies to have a second home for recrea- 
tional purposes, it seems reasonable 
to expect that new dwelling units will 
be needed at the annual rate of 1.5 
million by 1970 and at the rate of 2 
million by 1975. 

A population growth anything close 


“The cost and availability of funds often plays a more 
important role in determining the level of new construction 
in the short run than does the basic demand. Most of the 
wide variations that occurred from 1950 through 1958 can 
be traced almost directly to the number of units financed 
under FHA and VA loans. The number of dwelling units 
financed by so-called conventional mortgages remained 
relatively stable during this period. Funds tend to move into 
the mortgage markets whenever the yields on other investments 
are less attractive than the yields on mortgages, and they 
move dway from mortgages when the reverse is true. If 
interest rates on the government sponsored programs were 
allowed to seek their own level in the competitive market, a 
more even flow of funds into mortgages could be expected. 
Until this is done, changing interest rates will have more 
than a ‘normal’ influence on residential building.” 


Great Britain and Canada combined. 
An increase of this magnitude cannot 
help but mean a tremendous rise in 
business activity. 

We might expect an 
increase in households of about one 
million per year between and 
1970 and by 1975, they could well 
reach the annual rate of 1.5 million. 
As we relate these figures to housing 
and then add to them the 


annual net 


now 


needs 


DAYTON - ELYRIA 


to the amount forecast will require 
more than housing needs. Commer- 
cial and industrial businesses will need 
to increase their current facilities and 
even new organizations will be estab- 
lished to produce the durable and 
non-durable goods desired by our new 
citizens. Hospitals and schools will 
need to be constructed as will addi- 
tional governmental facilities. In addi- 
estate will be sought to 


tion, real 


- JEFFERSON - MEDINA - PAINESVILLE - RAVENNA - YOUNGSTOWN 





THE MORTGAGE BANKER « June 1959 9 








supply the recreational requirements 
of this young and vigorous new so- 
ciety. All of this growth, whether it 


is commercial, industrial, governmen- 
tal, recreational, professional, or even 
religious in nature, will have an im- 
pact upon pieces of real property and, 
will 
activity 
Anothet 
real estate is the trend and 
distribution of personal income. The 
1953-54 1957-58 


thus influence future real estate 


important economi trend 


iffecting 


recessions of and 


demonstrated we have learned how to 
prevent a drastic reduction in personal 


incom Therefore when this is done 


one might expect expenditures of con- 


sumers to remain relatively high even 


when a reduction in general business 


activity occurs. In addition, the in- 


comes of our middle groups are rising 


faster than those in either the ex- 
tremely hich or low brackets. Asa con- 
sequence the people in these groups, 
with a comparatively high level and 
1 high propensity to consume, seek 
real property and, thus, increase the 
number of real estate transactions 
In the short run, the current level 


Choice St. Louis Mo 


4 


Ze > 
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of income probably plays a more 


important role as a determinant of 
real estate activity than our increasing 
population. From all indications, it 
that the 1959 will 
witness a steady rise in total personal 

Che survey of con- 
finances conducted by the Re- 


the University of 


appears rest ol 


income recent 
sumer 
search Center of 
Michigan bears this out and also indi- 
cates that consumers are in a buying 
mood for real property. During this 


year, nearly 4 million workers will 


experience automatic increases in thei 
contracts with 


will 


wages as a result of 


employers. This, in turn, have 
an influence on the wage demands of 
workers in other industries. Also, em- 
ployment is turning up and, thus, total 
income will also rise from this cause. 
All told, it is that total 


income approxl- 


estimated 


personal will rise 
mately 6 per cent during the current 
yeal 

Another factor affecting real estate 
trend of general business ac- 
Although 


measures we have of general business, 
National 


is the 


tivity there are various 


probably the best is Gross 


Call or Write for 


Full 


Product, the total value of all the 
goods and services produced within 
the economy within a given period. 
With incomes higher and a large 
share of their debt repaid, 
consumers find themselves in a much 


former 


stronger financial position than a year 
ago. As a their pur- 
chases should remain on the increase 
all during 1959. If the automobile 


companies are unsuccessful in selling 


consequence, 


their new long, sleek, expensive models 
perhaps they should take a good look 
at their industry. The ever-expanding 
market for an ever larger and more 
expensive car is a market condition 
no longer with us. I believe a smaller 
share of total consumer expenditures 
will be going for automobiles and, 
thus, more funds will be available for 
housing, other durables and recreation. 

Last year saw quite a decline in 
total expenditures on new plant and 
equipment. Most of 
curred in the manufacturing segment 


of business, and it is anticipated that 


the decline oc- 


there will be an increase in these 


expenditures during 1959 as the in- 
gains mo- 


crease in over-all activity 


‘tgage Investments Now Available 


Information Today 


ee ee / A 





mentum. Over the next few years, 
outlays to modernize and to replace 
worn-out plant and equipment as well 
as to expand capacity are very apt 
te increase at significant rates. As 
they do, more land for industrial 
development will be required and 
older, rundown areas will need to be 
redeveloped. 

The residential sector of the con- 
struction industry is in a strong, short 
run position. The large number of 
new dwelling units authorized last 
year and so far this year practically 
insure an increase in total dollar 
expenditures of about 10 per cent 
above the 1958 level. However, it is 
anticipated that by the third quarter 
and certainly by the fourth quarter 
of this year, the home building in- 
dustry will be in trouble. The Federal 
Reserve has already started to tighten 
up on the cost of money and mort- 
gage funds are likely to become more 
scarce unless the federal government 
steps into the gap. Even with this 
expected difficulty over funds, I still 
believe we will construct approxi- 
mately 1.1 million units during the 


year. 


DRAPER 


AND 


KRAMER 





Inventories are on the rise as total 
sales continue to increase and we are 
now producing more than we are 
consuming. By the second quarter 
inventory accumulation will approxi- 
mate an annual rate of $3 billion. 
Whenever this occurs, employment 
improves even though it might be of 
a very temporary nature. 


Government still spending more 
than ever before in history 

Total government spending is also 
increasing in spite of President Eisen- 
hower’s earnest efforts to hold down 
federal spending. Actual outlays by 
the federal government for goods and 
services, exclusive of the different 
types of support programs, will prob- 
ably rise to an annual rate of at least 
$54 billion, one billion dollars higher 
than the rate reached during the 
fourth quarter of last year. State and 
local spending programs are likely to 
rise by another $3 billion. These 
figures indicate that the total demand 
for government goods and services 
will reach approximately $100 billion 
by the end of 1959, the highest level 
in our history. 


Added together the trends in gen- 
eral business indicate that our aggre- 
gate output or Gross National Product 
will approximate $466 billion this 
year, about 7 per cent above the esti- 
mated $437 billion of 1958. We seem 
to be coming out of last year’s reces- 
sion in an orderly manner even though 
some industries are still lagging. The 
steel industry is forging ahead at a 
very rapid pace but a large part of 
this seems to be caused by an antici- 
pation of a possible strike by mid- 
summer. If the strike does not take 
place, the latter part of this year could 
become somewhat depressed for this 
and related industries. 

The cost and availability of funds 
often plays a more important role in 
determining the level of new construc- 
tion in the short run than does the 
basic demand. Most of the wide varia- 
tions that occurred from 1950 through 
1958 can be traced almost directly to 
the number of units financed under 
government insured FHA and VA 
loans. The number of dwelling units 
financed by so-called conventional 
mortgages remained relatively stable 
during this period. Funds tend to 





Old Orchard Business District 
1350-60 Lake Shore Drive Apartment Building 


KNOWN FOR OUR ACTIVITIES IN 
THE MORTGAGE FIELD...KNOW US 
ALSO FOR PROPERTY MANAGEMENT 


* 


Leasing agents and managers of some of Chicago’s finest properties 


Main Office - 30 West Monroe Street, Chicago 3G, Illinois 
Four branch offices in Chicago 
Other offices in St. Louis and Minneapolis 


The Inland Steel Building 
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REAL ESTATE MANAGEMENT 
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move into the mortgage markets 
whenever the yields on other 
attractive than 


and 


invest- 
the 
move 


ments are less 


yields on mortgages, they 


away from mortgages when the re- 


verse is true. If interest rates on the 
government sponsored programs were 
seek their level in 


the competitive market, a more even 


allowed to own 


flow of funds into mortgages could 
be expected. Until this is done, chang- 
ing interest rates will have more than 
residential 


a “normal” influence on 


building. 


Another factor that has an impor- 


tant influence on real estate activity 
is the amount of public construction 
that All levels of vov- 


ernment 


is carried on. 
participate in construction 
programs of one type or another. Pub- 


licly financed housing might be in- 


creased in any one year; new roads 


might be built: or schools con- 
structed to educate our children. All 
of these activities add significantly to 


the total number of real estate trans- 


new 


actions 


Persons engaged in the real estate 
business should feel quite optimistic 


about the future after reviewing the 


more pertinent economic trends. The 
total output of our nation is apt to 
come close to doubling by the end of 
1975. 


real estate industry as well as various 


While various segments of the 


U.S. Lending at Peak 
Along with Spending 


Paralleling the bulge in its spending 
which is bringing the biggest peace- 
time budget deficit on record, the fed- 
eral government has also boosted its 
lending activities under its credit pro- 
grams to new high levels in the cur- 
rent fiscal year which ends June 30. 

The total of new commitments un- 
der federal credit programs for the 
1959 fiscal period is $25 billion, more 
than 40 per cent above the compa- 
rable figure for the 1958 fiscal year. 
As a the total of and 
guaranties expected to be outstanding 
at the end of June is estimated at just 
under $87 billion, or 17 per cent 
above the comparable figure at the 
end of the 1958 fiscal year. 

New these lending and 


result, loans 


highs for 


geographic areas within the United 
States will participate in this growth 
at different rates at different times, the 
over-all picture is filled with promise 
and opportunity. 


credit operations are likewise forecast 
for the 1960 fiscal year. New commit- 
ments for the forthcoming period are 
expected to rise by 10 per cent to an 
aggregate of $27'% billion, and the 
loan and guaranty total outstanding 
on June 30, 1960 is placed just a few 
billions short of the $100 billion level. 


The successive inflation pushes in 
the postwar period and the steady 
whittling away of the dollar’s buying 
power have brought increasing con- 
cern over the big growth in the eco- 
nomic role of government and its in- 
flationary impact. While the cost of 
living has been steady in recent 
months, prices have shown little dis- 
position to retreat from the record 
high levels they have established last 
year. Obviously, in the absence of ef- 
fective counter action, spearheaded by 
balancing the Federal budget, new 
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The reliable protection of TITLE INSURANCE is a dependable safeguard 
for Mortgage Bankers. Consult the Title Guarantee Company. Seventy-five 


years’ experience. Our services are available to you in: 
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Telephone SAratoga 7-3700 


Mortgage Investments 
Are Only As Secure 
As Their Titles 





Utah 

Virginia 

West Virginia 
Puerto Rico 








12 THE MORTGAGE BANKER * June 1959 


highs in living costs and a further ero- 
sion of the dollar will result on any 
resurgence of inflationary pressures. 

In most years, Federal lending and 
credit activities have a relatively small 
impact on the budget. For the cur- 
rent fiscal year, however, total budget 
expenditures under these programs 
$4.7 billion, 
four times the comparable figure in 


are estimated at 


some 

the previous fiscal year and represent- 
ing over a third of the budget deficit 
anticipated for the present fiscal year 
which ends in June. 

By the end of the current fiscal year 
in June, direct loans and guaranties 
outstanding will be about eight times 
higher than the outstanding total in 
effect at the end of World War II in 
1945. a rate of growth several times 
that of the economy in the period. In 
addition, Federal credit programs have 
been contributing to the paternalistic 
philosophy which has been creeping 
into certain Government operations, as 
indicated by the following observation 
of the Budget Bureau: 


“In a number of important cases, 
present legislation on programs for 
making loans, purchasing mortgages, 
and insuring or guaranteeing private 
loans sets inflexible and uneconomic 
restrictions on interest rates. 
unneeded and hidden subsidies 
and requires excessive use of Federal 


This cre- 
ates 


funds by discouraging private lending.” 

Through the Voluntary Home Mort- 
gage Credit Program, private lenders 
have been helping to reduce the need 
for direct federal lending in the hous- 
ing field. Despite difficult market con- 
ditions and the general pressure of 
demand for lendable funds, VHMCP 
has made more than 35,600 loans, in- 
volving over $337 million, in the last 
few years to home owners in remote 
or isolated areas, and to assist in the 
construction of housing for minority 
groups. 

The total of direct loans and invest- 
ments under federal credit programs 
is estimated at just under $27 billion 


as of June 30, approximately $4 bil- 


lion above the like amount outstand- 
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ing at the end of the 1958 fiscal year. 
Federal guarantees and insurance 
combined are expected to add up to 
nearly $60 billion at the end of the 
current fiscal $9 billion 
above the comparable figure on June 
30 last year. The latter category 1s 


dominated by VA and FHA. 


year, about 
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Wortgage Banker 


The Investment Status of 


FHA and VA Mortgages 


Story of the Study: Almost two years ago MBA’s Mortgage Market Committee, of which B. B. Bass was 
chairman, determined that there was a real need within the industry for a comprehensive work which 
would tell, in a systematic and factual way, the investment advantages of the mortgage. Having made the 


decision, attention turned to the best available 
selection was quickly made—commissioned for 
Graduate School of Business Administration of 


association in its Senior Executives Conference. 


talent to do the research and prepare the work. The 

the task was the country’s leading business school, the 

New York University, with which MBA has long had a close 
The work was prepared but a more limited presentation 


of the subject, confined to FHA and VA loans, was ultimately decided upon. By now a new Mortgage 
Market Committee, headed by Dale Thompson of Kansas City, had been named and the new version 

was prepared by G. Rowland Collins, Dean, and Jules 1. Bogen, Professor of Finance of NYU. The work 
will be published within a few days under the auspices of NYU and under a grant from MBA. Each 
member will receive a copy and will be advised of how additional copies may be secured and of the 
comprehensive plans the Association has for widespread distribution of the work among all types of 


investing institutions. 


This is a memorable achievement for the mortgage industry 


the first time an effective 


story has been told setting forth the investment characteristics of FHA and VA loans. This article 


is a brief condensation of the original. 


F, BY some set of hard-to-imagine 
circumstances, an investor should 
American scene 
fully informed on all 


aspec ts of investment except through 


appear on the pro- 


fessing to be 


mortgage loans, a short list of perti- 
nent facts could be supplied which 
should, and undoubtedly would, stir 
his interest. Such facts as 

> Mortgages are the chief invest- 
ment preference of American invest- 
ing institutions, are the 
largest consumer of new capital in the 


mortgages 


country. 
> Investors like mortgages, and 
particularly insured Federal Housing 


G. 


A condensation of a study by 


ROWLAND COLLINS, 


Dean 


JULES I. BOGEN, Professor of Finance 


Graduate School of Business Administration 


Vet- 


mortgages, for 


Administration and guaranteed 
erans Administration 
the three prime essentials of good in- 
vestment: safety, liquidity and yield. 

> FHA insured and VA guaran- 
teed mortgages are the principal pri- 
vate investments available in volume 
that are backed by the credit of the 
U. S. Treasury. 

> The safety record of FHA and 
VA mortgages is excellent—and they 
are liquid investments, thanks to the 
developments of the past quarter- 
century and revolutionary changes 
within the mortgage industry. 

> Yields of mortgage investments 


New York University 


traditionally higher than 


bonds, a 


have been 
that 
even more pronounced in the case of 
FHA and VA loans. 

If these brief facts excited his in- 
terest—and it difficult to 
believe they would not—then there 
would be much broader information 
to supply, information sure to con- 
vince him why mortgages for genera- 
tions have been universally regarded 
as prime investments and why today 
FHA and VA loans are so highly re- 
garded for their special investment 
appeal. This information has never 
been set forth so completely and con- 


from corporate fact 


would be 
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vincingly as it has been in the Collins- 


Bogen study This condensation of 
that study is intended to indicate 
how worthwhile it would be for any 


investing institution or our mythical 





were modernized and improved, the 


amortized loan became almost uni- 


minimum . stand- 
New 


The borrower’s abil- 


versal, acceptable 


ards were established. concepts 
have been born. 


receives 


uninitiated investor or anyone in- ity to meet payments now 
terested in safe and sound investing as much consideration as the value 
to weigh the facts about FHA and _ of the pledged property. That ability 
VA mortgage loans is scientifically measured by the ratio 
The Scope of Mortgage All in- of his payments, comprising interest, 
“With the passage of time, further expansion of the 
secondary market for FHA and VA mortgages is to 
he expected. The leading place such mortgages have 
come to occupy in portfolios of a large number of 
investing institutions has provided the broad buying 
and selling interest that an active secondary market 
requires. ; 
vesting institutions have increased amortization, real estate taxes, and 
their mortgage holdings enormously property insurance, in relation to his 
within recent vears. From 1946 to “effective” income. These, and othet 
1958, the seven leading groups in- modern concepts, have combined to 


holdings $111 billion 


as contrasted to a $65 billion 


wreased then 


gain [o1 
corporate bonds, $22 billion for state 
and municipal bonds, $14 billion in 


equities. Some investors increased 


mortgage holdings more than others 


but with all there was the same uni- 


versal attraction for mortgages be- 


cause of the high degree of safety, 


liquidity and yield which they can 


offer 
A Deve lopme nt of Our 7 ime One 


of the principal reasons why the mort- 


gage, long held in such high invest- 
ment regard, is held in even greater 
esteem today is the inauguration of 
the FHA insured loan in 1934 and 


the VA guaranteed loan in 1944. Both 
possess the same investment qualities 
which mortgages have long enjoyed 
but, in them, are incorporated a mul- 
titude of improvements in the mort- 
gage as a credit instrument—as well 
as the protection ol the credit of the 


U. S. For 


quidity and yield, they have provided 


Government. safety, li- 
the ultimate in investment appeal, as 
the fact that as of the 
close of 1958, 43 per cent of mort- 


evidenced by 
gages on | to 4 family houses were 
government-underwritten loans. 
Ingredient of Safety: FHA brought 
an entirely new system of procedures 
to mortgage lending on a nation-wide 
which has made an 


basis, a system 


immeasurable contribution to home 


loan financing. Appraisal procedures 
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create for mortgages an enviable rec- 


ord of safety 


Safety on a ( om parable Basis: 
Safety is not merely a matter of to- 
day—the mortgage has a_ record 


stretching far into the past. —T'wo sub- 


stantiating facts: Life insurance com- 
panies and banks had net returns of 
more than 5 per cent on their mort- 
gage loans for the entire period 1920- 
1947 deducting all 


losses. The foreclosure rate of 


after foreclosure 
mort- 
gages in the depression was substan- 
tially lower than the default ratio for 
corporate bonds. Today many new 
elements of strength have been added: 
measures taken by the nation to avoid 
depression and inflation, widespread 
modernization of the mortgage instru- 
ment, improved appraisal and lending 
techniques, all contributing to stabili- 
zation in the future. 

The Strength of FHA: Through 
1957, FHA insured nearly $31 billion 
of home mortgages with foreclosures 
amounting to only 81/100 of 1 per 
cent. FHA collected $691 million in 
premiums and fees under its insur- 
ance program, less than | per cent of 
which was required to absorb losses 
on foreclosed properties. Clearly the 
FHA to high 
mortgage lending and 
underwriting have met with a great 
measure of success. 

The Strength of VA: Through 
June of 1957, VA guaranteed more 


objectives of foster 


standards of 


than $42 billion of loans, and losses 
to the agency on this tremendous 
volume was only slightly more than 
one-half of 1 per cent—striking evi- 
dence that the VA loan, as with its 
counterpart the FHA mortgage, con- 
stitutes a virtual non-risk investment 
for financial institutions. 

The Value of Liquidity: Liquidity 
is something greatly to be desired in 
most investments by most investors 
and it has not always been a predomi- 
characteristic of the 
But today the mortgage truly 
is a liquid investment because of the 


nant mortgage 


loan. 


universal adoption of periodic amorti- 
zation, development of a highly ac- 
tive secondary market for mortgages 
the modern and 
banking facilities available. 
FHA and VA loans particularly rep- 
a standardized prime invest- 


and warehousing 


widely 


resent 


which there is a_ strong 
institutional demand and 


continued expansion of that market 


ment for 
and broad 


can be confidently expected. An added 
factor is the willingness of commer- 
cial banks to lend on mortgage col- 
lateral and to repurchase mortgages 


With FHA 


standardization of 


under resale agreements. 
VA 
practices has meant easier transactions 
which further the li- 
quidity of mortgages. 
The Yield of Mortgages: 
in the field of investment for genera- 
the attractive yield which 
mortgage loans provide. Yet, like any 
investment, mortgages must compete 
with other media because, in the final 
analysis, yield is the measuring stick 
Over 


mortgages 


and loans, 


contribute to 
Axiomatic 


tions is 


which investors invariably use. 
the for 
have provided the life insurance com- 
panies with a substantial yield ad- 
vantage over that received from cor- 
porate bonds. The same is true, and 
even more pronounced, for mutual 
savings banks. To illustrate: from 
1946-57, non-farm mortgage debt rose 
to about $1154 billion as compared 
with a $50 billion increase in long 
term corporate debt, $83 billion in 
state and local debt and a reduction 
of $24 billion in U. S. government 
bonds. But, significantly, mortgages 
accounted for more than 66 per cent 
of the increase in long term obliga- 
tions suitable for institutional invest- 
ment—evidence of the higher return 
they provided despite the high quality 
of bonds and their liquidity. Not all 
investors, however—notably corporate 


years, example, 





pension trusts and state and local re- 
tirement funds able to take 
advantage of the more generous re- 
turns which mortgages afforded. 
FHA and VA Yields: If the yields 
which mortgages generally have pro- 
vided have been attractive, then the 
returns from FHA and VA loans have 
had comparable appeal. Investors have 
thus been able to obtain the benefit 
of government underwriting of their 
mortgage investments without lessen- 
ing their return. And, sig- 
nificantly, the size of the mortgage 


were 


rate of 


portfolio has not been an outstanding 
indeed, some smaller port- 
folios of FHA and VA 
able to show a somewhat higher re- 
turn than others many times larger. 

Yield Stability of FHA and VA: 
Just as FHA and VA mortgage yields 
have been higher than that from cor- 
porate bonds, of almost equal sig- 
nificance is the fact that these loans 
have also shown greater stability dur- 
ing periods of easier money and de- 
One 
not 


factor 


loans were 


clining interest rates. reason is 
that 
funded. 

Outlook for Mortgage Yields: Can 
the favorable record of mortgages “in 
the area of yield be continued? For 
look to 


Census projec- 


mortgages are often re- 


the answer, we must facts 


within our economy. 
tions are for an increase in households 
51.6 million in 1959 to 62.9 
million in 1970. million 
dwelling units were substandard and 
required replacement in 1956. Greater 
and greater home ownership is one of 
the dominant facts of American life. 
Incomes are rising, the middle class 


from 
Thirteen 


has been and is being greatly ex- 
panded. These and other facts fully 
recognized by all combine to promise 
an ample supply of mortgages for the 
indefinite future. 

Origination and Servicing: The 
readily understood 
the latter. Yet it 
is one of the most important aspects 


former term is 


anywhere but not 
of modern mortgage lending and, in- 
deed, servicing has been a principal 
contributor to creating the modern 
mortgage industry. Servicing involves 
many complex functions and facilities, 
other than collection of interest and 
principal payments. Admittedly, this 
phase of mortgage investing is more 
complicated than the corresponding 
function in bond investment yet the 
that today the 
mortgage servicing functions of the 


fact to consider is 


industry have been developed to a 
high degree of efficiency by mortgage 
bankers who handle all details for the 
investors at the local level. 

Who Owns FHA VA Loans? 


They are owned mostly by four classes 


an d 


of investors: life insurance companies, 
mutual! banks, 
banks and savings and loan associa- 
tions. At year end 1958, together they 
held $47.2 billion of these prime in- 
vestments or 87 per cent of all such 


savings commercial 





mortgages outstanding. These four 
groups held almost 80 per cent of all 
non-farm mortgages outstanding. 
The life companies held $14.9 bil- 
lion in FHA-VA the mutual 
savings banks $14.2 billion, the sav- 
ings and loan associations $9.3 billion 
the commercial banks $8.8 bil- 


All recognized the intrinsic in- 


loans, 


and 
lion. 
vestment merit of these loans as safe 
and profitable for the policyholder, 
depositor and shareholder funds in- 
trusted to them. 

One large investor group, however, 
holds only an insignificant amount of 
FHA and VA the 
porate pension trusts and the state 
and local retirement funds 
funds represent the fastest-growing in- 


these loans, cor- 
yet these 


vestment group in the country. Cor- 


porate trusts more than doubled in 
size from 1953 to 1957—from $8.4 
billion to $19.3 billion. Today they 


are growing at the rate of $3 billion 
annually. And more than any other 
investment institution, the pension 
fund is concerned with yield in an 
important way. Each 1 per 
additional annual income reduces the 
cost of a given scale of pensions by 
25 per cent. 

Liquidity and marketability are not 
so important to pension funds but 
yield is extremely vital. But the re- 
turn actually realized by corporate 
funds, as reported by the SEC for 
1957, has been surprisingly low—3.8 
per cent, far less than would have been 
realized on a portfolio of FHA and 


cent of 


VA mortgages. The importance of 
yield would logically lead to large- 
scale investment in FHA and VA 
loans because of their relatively high 
yields but lack of understanding of 
managing a mortgage portfolio, as 
well as legal obstacles in some states, 
have so far caused many banks and 
trust companies which act as trustees 
to stay out of the mortgage field until 
recently. But one by one the objec- 
tions and obstacles which have denied 


“Yields realized from FHA and VA mortgages have 
not only ruled higher than those provided by high- 
grade bonds over a period of years, but also have 
shown greater stability during periods of easier money 


and declining interest rates. 


to pension funds the advantages 
of FHA and VA mortgages are being 
removed. Obviously, so long as these 
government-backed and other quality 
mortgage loans can offer such sub- 
stantially higher returns than do com- 
parable bonds, even greater facilities 
and techniques will be developed 
which will give pension funds a com- 
plete access to this field. 

Look into the Future: FHA 
VA loans, with their satisfactory li- 
quidity, their prime safety and, above 
all, their high yield, have become 


prime investments for institutional in- 


and 


vestors and have won for themselves 
a major role in financing American 
home ownership. But what of the 
Every sign points not only to 


) 


future: 
a continuation of the major role they 
now play but an acceleration of that 
role. FHA in 1959 
successful career of a quarter of a 
century. Its place in the American 
scheme of things seems definitely as- 
sured. The VA program is likely to 
years in the 
housing 


is celebrating a 


active one for 


Improvement of 


be an 
future. 
standards is a basic objective of na- 
tional economic policy. Our expand- 
ing population, the rising standard of 
living, these and countless other con- 
tributing factors all point to condi- 
tions which will give to FHA and VA 
mortgage loans a continuing impor- 
the American system 

same make them 


tant role in 
and, at the 
even more popular as investments for 


time, 


institutional investors. 
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change in almost every 


N AN era when revolutionary 
| aspect ol 
life has become commonplace rather 
than unexpected, no more significant 
than in the 
Med- 


standard of 


example can be found 


changing life span of our people 
ical science and a higher 
living have combined to produce an 


entirely new pattern for longevity. 


People are living longer, much longer, 


und in this fact is contained a world 


of implications for everything bought 


and sold, con- 
sumer desires, 
wants and needs. 
Housing is a part 


of this deeply sig- 
nificant trend and 
been 


it has only 


within recent years 





that the full im- 
port of it has be 

Leonard Downie come fully recog- 
nized, 


Che facts of the changing nature ol 
the country’s population are startling 
with what is 


to one unfamiliar going 


on. The increasing longevity has nat- 
growing number 


1900, 


urally resulted in a 


of elderly people. Since while 
the total population has a little more 
than doubled, the number of people 
aged 65 and over has almost quad- 
rupled. Senior citizens now number 
more than 14 million, constituting one 
out of 12 persons in the United States. 
the 


older people will have risen to some 


In another 20 years number of 
21 million, or approximately one ev- 


ery 10 Americans. 


Che shelter problem of the older 
population has changed considerably 
since the turn of the century with the 
rapid growth of the non-farm popula- 
tion and the decline in farm families. 
Chere back 


when all members of the farm family 


was a day not too far 
had an economic role and it was taken 
that 


shelter needs would be provided. The 


for granted the grandparents’ 


city family, with a different economic 
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Housing For 


foundation, was less prone to remain 
together as a unit; thus the new house- 
keeping units established were pri- 
marily for young married couples. 


Another basic element in the pres- 
ent picture is the growing financial 
independence of older people as a re- 
sult of social security benefits and in- 
dustry These in- 


pension programs. 


comes have created an economic de- 
mand for dwelling space suited to the 
financial means of senior citizens who 
independently rather 


preter to live 


friends. 

the Federal 
aspects ol 
the 
taken with the enactment of the Hous- 
ing Act of 1956. 


were made in 


than with relatives or 
level 
the 


was 


\ major step at 


to deal with unique 


housing problem of aging 
Some modifications 
in the law 1957. The 
chief provisions of the Act directed to 
this problem were designed to facili- 
tate purchase of housing by older per- 
sons, facilitate the financing of rental 
housing projects designed specifically 
for them and make public low-rent 
housing more readily available to old- 


el persons. 


Che program was a slow starter and 
even now has achieved no sensational 
success although the number of units 
actually built. and those sure to be 
constructed, is not small by any means. 
The possibilities in this Housing for 
the Elderly 
bankers cannot be defined in a clear- 
much will depend upon ex- 


Program for mortgage 


cut way 
perience gained from present opera- 
tions and many other factors, most 
of which are complicated and com- 
plex. 


Financing a large housing project 
for senior citizens is a major under- 
taking and involves considerably more 
than securing the mortgage commit- 
ment—as our firm has discovered. We 
completed the first FHA project of 
this kind in the United States, plus 
done under the 


another larger one 


conventional pattern. 


This initial project was the Norse 
Home in Seattle, a 
story structure with lobby, office and 


135-resident, 6- 


dining room for 200 persons, a com- 
plete 34-bed infirmary, chapel and 
space for recreational facilities. Norse 
Home 
from a city park, a beautiful pano- 
ramic view, and a long waiting list 


has a choice location across 


of applicants. 


It is a non-profit venture and, as in 
all of them, the trustees are alert to 
keep costs down, guard the tax ad- 
vantages, and do as much charity 
work as possible. The result? As of 
now there is no quick money in it for 
the broker or realtor, so don’t volun- 
teer for the job until you are sure of 
two things: 


2> The project must have a strong 
sound demand from enough of those 
who can afford to subscribe, thus in- 
and keep in mind 
that a failure would have disastrous 


suring its success 


effects. 
>> You must be ready to devote a 
full year’s time to it—for little or pos- 


sibly no pay. 


Geriatrics what is it and why 
should a mortgage man be concerned? 
Geriatrics is the study of the medical 
life of those in age brackets past 60. 
More important, what life patterns 
are to be followed by those 70 and 80 
years of age, those who have retired 


> Customs 


and still want to be active: 
change and the project must be de- 
signed to take care of every need of 
these older people. The older they 
get, the more care they require; and 


finances must insure that those 


your 
needs are met thoroughly with utmost 
safety—for life. 


This isn’t like an apartment house 
where the broker, following a set pat- 
tern will, when completed, sell and 
go at it again. These persons are here 
for life and can’t re-sell, seldom re- 
and the life tables now prove 
that people living in supervised homes 


locate 

















like these live six to seven years longer 
than under normal conditions. 

In the State of Washington, for ex- 
ample, we have 241,000 persons over 
65 years of age, nearly a quarter of a 
million. In King County (Seattle) , the 
number of 65-year oldsters has jumped 
from 14,403 in 1920 to 92,480 today 
and by 1970 it is expected to reach 
105,370. This ratio seems to hold 
throughout most of the United States. 
It is a big responsibility to house and 
feed these people—and they do not 
want nor need welfare help. 


How do you start a project like 


> 


this? Certainly not with the most ex- 


pensive units—— people for them can 
usually afford the best. Some do want 
companionship and security but we 
can pass that group for the present. 
Nor can we provide for the really un- 
fortunate ones—those with no funds, 
no family, and no monthly support. 
It would be wonderful if we could but 
most of these must wait years until 
we develop Phase Two of this pro- 
It is hoped that Congress 
doesn’t rush this phase, conclude that 


eTram. 


r The Elderly 


Over the years since its inception, FHA has inaugurated many 


programs touching wide areas of housing, some of which have 
been highly successful and become permanent parts of its 
operation, while others have not attained the objectives set for 


them and have been abandoned. 


One of FHA’s present operations 


is the Housing for the Elderly program which, it would appear, 


will be around for some time- 





certainly under some program 


a great deal of housing suitable for elderly tenants will 

have to be provided within the coming years. “If private 
enterprise doesn’t do it,” says the director of this FHA program, 
“the alternative is bound to be more government housing—either 


public housing projects or housing provided through some 


system of direct loans.” 


While this program isn’t brand new, 


few, probably very few, mortgage bankers know much about it; 
and the way they would prefer to hear about it is from another 
mortgage banker who has been through it. That's what this 


is, a frank account of a mortgage man’s experience. 


By LEONARD DOWNIE 


President, Mortgage Finance Corp., Seattle 


and 
clear- 


they must have housing now 
then give 
ance public housing. They have wait- 
ed this long, let’s ask them to hold 
off a while longer. 


them welfare slum 


The middle class of people have 
and they 
This class can eco- 


just as many problems 
have some funds. 
nomically support the program and, 
after the tenant is through 
with his apartment, the project is free 
and clear of mortgage debt and the 
church or non-profit sponsor can en- 


second 


large the list of “low cost’ residents 
and help out more of those needy 
ones who need such accommodations. 
The financial formula for these 
projects is about as follows: 
1. From 150 to 250 units is eco- 
nomical. 


2. Site is extremely important and 
sometimes difficult to secure with 
proper location, transportation, 
size and zoning. 

3. The sponsor must be strong, act- 
ive and secure, and sincere in 
his purpose to operate a non- 
profit residence. 

+. Building costs will vary, but mul- 
tiple story construction, in Se- 
attle for example, generally runs 
$15 to $17 per square foot for, 
say, a total of $3,000,000 for 
accommodations of 200 persons. 


5. Mortgage money? None, or very 
little to date, except FHA o1 
FNMA. Why? That's a puzzle 
because it is the surest and safest 
venture in the mar- 
ket. In Seattle, 


mortgage 
we recently se- 
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cured two private offers of con- 
ventional mortgage money but 
only up to 25 per cent of value 


6. Most desirable ratio of loan is 


only about 55 per cent of cost 
FHA says “up to 90 per cent of 
certain costs. but $8400 maxi- 
mum,” so these limit the total 


mortgage money available 


How do residents pay Each 


person subscribes or donates an 
average of $7,000 to $8,500, 
and for this founder’s fee he re- 
ceives a life-time lease on the 
apartment. Husband and wife 
may occupy the same unit ol 
subscribe for a double unit) and 
the continued tenancy carries 
on to the surviving spouse for 


life 





'he Norse Home in Seattle, which was the pilot operation in this Elderly 


Housing Program, was handled by the author’ 


firm, plus another one done 


under the conventional pattern. It’s a 135-unit project complete with every 
facility which a resident would desire, chapel, recreational facilities and 


infirmary 


Be lou is Bayi let VU anor, ) 


10-unit apartment-type, nine stor) 


tructure in Seattle. It isn’t specifically for the aged or infirm although 


f 


aciuitte for these residents are 


ym ple te 


Estimated cost will be $4,000,000 


und the land valued at $200,000, was donated by the First Methodist Church. 


The author. Vl» Dou nie, because »f the 


type of operation in its beginning and, asa result, has accumulated 


nto this 


fact that he happened to get 


1 considerable background of experience in handling them, has been in 


demand as a consultant on other projects 
] ) 
to put such a project together And scattered 


ections of the country on hou 


He now has inquiries from many 


here and there over the country are other mortgage bankers who are 


ettine their first taste of what a projec 








this entatls 
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8. Monthly charges are based on 
the cost of living and no profit 
expenses. They generally run 
from $90 to $110 per month per 
person, but this includes all their 
meals, heat, light, water, dec- 
orating, room cleaning, and spe- 
cial illness or temporary infirm- 
ary care—for life. 


Activities are designed to help resi- 
dents keep busy, interested, and hap- 
py beyond the usual active years. Res- 
idents are free to come and go as they 
choose, entertain their guests, con- 
tinue their usual contacts in the com- 
munity, and enjoy the relaxation and 
comfort to which their years entitle 
them. 


['wo additional major projects of 
this type are now under way in the 
Seattle area financed through our 
firm and undoubtedly both with FHA 
and FNMA. One of these, Bayview 
Manor, is a 250-unit apartment-type 
nine-story structure. Location is ex- 
ceptional. Situated on a two-acre tract 
with beautiful park atmosphere at the 
foot of Queen Anne Hill, residents will 
enjoy the ever-changing panorama of 
Puget Sound and its marine activity, 
the snow clad mountains, the bustling 
city and a gentle climate with no 
extremes. This is their home. Here 
friends and relatives can visit as they 
would in their own homes. They have 
security for life, where they can live 
quietly and comfortably with com- 
panionship. They may have their own 
car, furniture and personal belongings, 
yet are free of worry and the burden- 
some care of maintaining a home. 
They enjoy the pleasure of a garden, 
including a roof garden, delightful 
surroundings and still maintain their 
own household. 


Bayview Manor is not a home for 
the aged or infirm, although they do 
have excellent accommodations for 
these senior citizens with a complete 
infirmary or convalescent floor. The 
average age for applicants in the new 
building is 72 years, all healthy and 
very active men and women. 


Other features include: 


1. Private apartments, some with 
balconies. 


2. Kitchenettes with refrigerator, 
stove, sink and disposal; each 





Program's Status 


This for the Elderly 


Program, while small compared to 


Housing 


and Seattle have been compleied 
and occupied—in the latter city it 
Norse Mr. 


Downie handled and which he de- 


is the Home which 


scribes. Twenty-seven states are 


sites for these projects. Most proj- 


project running down to 12 units. 
In fact, as FHA points out, they 
need not be large, institutional-type 
units but can be eight to 12 units, 
strictly housekeeping in nature in 


groups of individual homes o1 


FHA’s main stage of operation, has ects in the advanced stage have apartments for rent. Largest new 
nevertheless reached a size of no had church sponsorship and most construction project developed 
mean dimensions. There are 41 of those in the preliminary stage are under the Program is one in Spo- 


which a commitment to 
mortgage of $2,872,000 
It will be a seven 


in that category but some are being kane for 
inaugurated by philanthropic, labor 
union or social welfare originations. 


950-unit 


projects now in process, 25 in the 
preliminary stage and 1,394 in the 
Projects in 


insure a 


pre-preliminary stage. has been issued. 


Hartford, Detroit, Omaha, Miami with 312 units. 


lop size seems to be a story structure 











with private bath and shower; planned by Bain & Overturf, archi- under FHA at present to permit easy 


ample closets. tects, for 300 more residents on a »rocessing. There is not enough dis- 
I g 

9 x 16 liv: 25-acre site less than a good block cretion with the local director. When 
©. Bae ving room. ‘ : . : 
, ving room away from Wesley Gardens. an insured mortgage doesn’t exceed 


60 per cent of total cost or value, it 


nursing d : 
might be well to delegate full author- 


+t. Infirmary with 24-hour 


has a wonderful 


FHA 


under way to help finance these units 


program 


care. 3 
ity to pass on local customs, desires, 


though they are still testing the pat- architectural planning and ratios be- 


9. Chapel, library, hobby rooms, : 
sewing and storage rooms on tern. As an example, Washington's cause where else in FHA insured 
each floor. FHA office (not fully agreed locally mortgages do we have this wide mar- 
insists no separate kitchenette units. gin of safety? 
6. Ten minute bus ride to cente1 They want either a full-sized kitchen , 
of Seattle. or none. In Bayview Manor, 97 pe Housing for the elderly is here to 
cent of the applicants to date insist ‘‘Y, whether single family homes or 
7. For persons 60 years or older, on the little unit kitchen for snacks ™ultiple units. It’s a great challenge 
retired or not. or a late breakfast. The cabinet can and a lot of satisfaction to see older 
Q _ be closed up when not in use. persons secure for life, well and 
8. A panoramic roof garden, cov- happy. That's the biggest part of 


ered and protected from the 
weather for those evening walks 


the pay you receive for the job. 


There are too many restrictions 


or sun baths. 


This project has been designed by 
John Graham & Company, architects, 
and should get under way by July 1, 
this year. Estimated will be 
$4,000,000 and the land, valued at 
$200,000, was donated by the First 
Methodist Church 
purpose. The project will have over 
$2,000,000 cash on hand at 
completion, based on present demand 





cost 





for this specific 


time of 


FHA.” G.1. MORTGAGES 


@ IN CHOICE LOCATIONS 


tor 





A mortgage is being 
planned yet placed) 
$2,250,000, 20 to 35 years, thus per- 


apartments. 
for 






but not 


@ OFFERED AT MAXIMUM YIELDS 


mitting some leeway of excess funds. 


Chis same program is under way 
for the new Wesley Terrace at Des 
Moines, south of Seattle. The write: - : 
epee oc wy Ry W. L. PFEIFFER CO., INC 
s e president the ard 4 - a9 


trustees of Wesley Gardens and helped 
guide and finance the first very suc- 
cessful building, housing 350 residents. 





530 Fifth Ave., New York 36, N.Y. 
Telephone YUkon 6-5390 






A new unit, The Terrace, is being 
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Conference in New York 


It was an interesting and engrossing 
combination of mortgage bankers 
looking at themselves and their place 
in the economic scheme of things along 
with others looking at the scheme of 
things and the various roles which 
mortgage bankers could play—and in 
some instances, could play better 
This was MBA’s annual New York 
Conference, the remonal meeting 
which traditionally represents, more 
than others on the annual schedule, a 


forum tor investors and origimators 


David Rockefeller, vice chairman of 
the giant Chase Manhattan Bank and 
long interested in the problems of 
urban renewal, told the Conference 
that to get the best appreciation of 
what renewal means one need only 
reflect that, during this century, the 
nation has seen a complete reversal 
between urban and rural population 

ind the trend to the cities and away 
from the farms shows no sign ol 
dimunition. Urban renewal is a prob- 
lem which the trends in a nation’s 
growth has created—and it can’t be 
sidestepped 

The cost of doing it? Enormous, of 


course 


but more so if we don’t do it 





THEY SPOKE: Howard Thompson, New York State Insurance 
Keesler, The First 
Boston; Louis J. Glickman, Glickman Corporation, New York; 
J. J. Braceland, The Philadelphia Saving Fund Society. 


Department; William F. 
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\ figure has been given for total 
$100 


vear on a national basis 


renewal costs ol billion per 
Che present 
rate for all construction is around $52 
billion per year. In present federal 
legislation there is a request for $600 
million to help cities with public costs 
of renewal. An approach to total re- 
newal would get into serious questions 
of sufficient capital, continuing de- 
fense expenditure and the future out- 
put of our economy. However, the 
ultimate cost of not making a start 
on urban renewal is obviously enor- 
mous 


What better example of the prob- 
lems, and the logical solutions indi- 
cated, than right in America’s greatest 
city 

‘Facts point to a continued growth 
of population in the great metropoli- 
tan regions around the central cities. 
For the New York region there are 
indications of an explosive four million 


to be added to the population within 


25 vears 


Chere were two searching inquiries 
made of the mortgage banker, his po- 
sition in the economy, his responsibili- 


ties, shortcomings and his achieve- 


National Bank of 


David Rockefeller 
Urban renewal—‘its genesis is really 


in the process of our urbanization.” 


ments. MBA President Walter 
C. Nelson related his impressions from 
seeing and taking to mortgage men 
nation-wide during scores of engage- 
ments at all kinds of meetings and 
conferences the past year and a half. 
He set the score as even—two and 
two, two good, two not so good. 
William F. Keesler, 
president of another great metropoli- 


senior vice 


Continued on page 29 





THEY WERE THERE: H. A. Melick, T. B. O’Tolle, Inc., 
Wilmington; Hector Hollister, Frederick W. Berens, Inc., Wash- 
ington, D. C.; J. P. Huntoon, J. P. Huntoon & Co., Inc., New 
York; M. T. MacDonald, T. B. O'Toole, Inc., Wilmington. Below, 


more who were there. 














President’s Page 





THE CRISIS IN TAXES AND REAL ESTATE’S BURDEN 


F by some feat of magic we could put the threat 
l of inflation and the always threatening inter- 
national situation in a closet and forget about 
them, I suspect that top priority in national inter- 
est and concern might be the crushing burden of 
taxes. The tax burden has reached the breaking 
point. One sovereign state 1s literally busted, at 
least four others are close to it. The nation’s 
greatest city is desperate for cash and so are scores 
of others across the land—all this in a period of 
record prosperity! The federal government is run- 
ning way into the red with a 
proposed budget of $77 billion 

hard to believe, isn’t it, that 
only 20 years ago it was $6 
billion! Six billion about covers 
interest now! 

A quarter of a century ago 
the income tax was a relatively 
minor matter in the affairs of 
men and business. When the 





country was threatened from 
without, taxes zoomed and the 
country paid them willingly. But year after year 
the high war-time rates are continued—just one 


Walter C. Nelson 


more time, always one more time. Once taxes are 
raised it’s almost impossible to get them down. 

There is going to be a show-down on all gov- 
ernmental spending and the taxes which make it 
possible—of that we can be sure, but how, when 
and because of what set of circumstances who can 
say. But it is coming, and one of the aspects of 
tax reform with which we ought to be deeply 
concerned is the discrimination which real estate 
receives in the tax system. Right now, in every 
area of the country, officials are eyeing every 
possible source to extract more tax revenue. Real 
estate has caught it coming and going—it always 
does because it’s easy to get at, it can’t run away, 
can’t hide. When municipalities fail in every 
other way, there’s always real estate. (High taxes 
are becoming a major factor in mortgage financing 
as Bill Keesler noted in discussing the subject in 
[Tue Mortcace BANKER last March). Brought 
down to the simplest terms, real estate has reached 
the breaking point in the tax burden it is carrying. 
But always something else is suggested—such as 
a transfer tax, a levy imposed on the transfer of 
real estate. In some European countries this sort 
of thing began modestly—as taxes usually do—at 
| per cent, 2 per cent. But today that transfer 
tax runs from 10 to as high as 25 per cent in these 
same countries. 

A noted federal tax authority, Joseph A. Hos- 
kins, recently condensed the tax crisis rather well 
when he declared 

“First, the federal government must return to 
its constitutional role of government and abandon 
its concept of being the savior of all peoples in 
all places under all conditions. 

“Second, the taxing policies must be reformed 
to promote rather than discourage the expansion 
of income.” 


Chat second point has a pertinent suggestion 
in it for us in mortgage banking. In our Statement 
of Policy we have pinpointed one very significant 
item in this whole tax business. We pointed out 
that the unbalanced relationship in the produc- 
tion of dwellings for sale and for rent, the diffi- 
culties that have beset the FHA rental housing 
insurance operation, and the slowness with which 
urban redevelopment is taking place are all in 
large measure attributable to the present un- 
attractiveness of equity investment in income- 
producing property. Our Statement says: 

“Nothing could be more helpful in reducing 
the pressure for unsound mortgage insurance 
programs and in eliminating the excuse for direct 
governmental lending for housing purposes than 
an increase in the availability of true equity 
investment in rental property. 

“The cause of the lack of equity funds for 
rental housing is the relatively low potential yield 
to be obtained under present circumstances from 
a rental housing investment—especially one in a 
moderate rental category. At best, a rental prop- 
erty of this character is not likely to throw off a 
greater return after depreciation (by the straight- 
line method—and it will rarely earn enough to 
make any other depreciation formula applicable ) 
than six to seven per cent. . 

“By contrast, the income from capital pooled 
in security investment trusts is not subject to 
an income tax to the trust entity... . 

“However, the Internal Revenue Act discrimi- 
nates against real estate investment trusts by 
refusing to allow the same ‘conduit’ tax treatment 
permitted to security investment trusts. Instead, 
it subjects them to the full corporate income 
tax. Consequently the trust, as a means of pool- 
ing the funds needed for equity capital, becomes 
no more effective than the corporation.” 

Our recommendation—and other groups have 
joined us in this proposal—is 

“That the Internal Revenue Act be amended 
to provide that real estate investment trust be 
permitted to pass through to their beneficiaries 
income received from real estate equities ot 
mortgages in the same manner that security 
investment trusts pass through income from stocks 


and bonds.” 

Hearings on a bill (H.R. 3985) which parallels 
in many ways our recommendations have been held 
by the House Ways and Means Committee. If 
something of this sort could be accomplished, it 
would work wonders in getting equity money into 
real estate in a way which has not been possible 
and it would be a very important development for 
the country. The tax laws of this country have 
been harshly and unjustly discriminatory against 
real estate and reform is long overdue. 


Mallar YelCece 


PRESIDENT 
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A department sponsored by the Farm Loan Committee 
of the Mortgage Bankers Association of America 





Just How “Independent” Is the 
Federal Land Bank System? 


has been said re- 


GREAT deal 
f cently of the 


capital requirements of agri 


vastly increasing 


ilture as 
mechanization, 


a result of increased 


the trend toward larger-size opera- 
tions, toward vertical farming and, 
last but not least, the seemingly 
ever-ascending land values 


Much of this capital is supplied in 


the form of credit and a large part 


through long-term mortgage financing 


in which mortgage bankers have 


played an important part. Is agricul- 


ture now to lose an important segment 


of this form of credit and mortgage 


bankers, the main source of funds 


from which they have supplied a good 


share, namely, the insurance company 
lenders? 

In 1958, 15 per cent of the credit 
tor tat purchases was supplied by 
the insurance companies Othe 
sources were Federal Land Banks 9 
per cent, banks 17 per cent, sellers 43 
per cent ip from 34 per cent in 


1955) and other individuals and mis- 


cellaneous 16 per cent Insurance 
companies, at the end of 1955, held 
two and a half billion dollars of the 


total farm mortgage debt—credit sup- 


pli d lor all purposes 


two vears have seen Sev- 


I he past 


eral of the major insurance lenders 


de-emphasize their activities in this 
held 


banking have experienced a 


Some of us engaged in mortgage 
lessening 
of available funds from our principal 
leading economist has 


sources and a 


recently predicted that as many as 
half of the fifteen on 
] 


companies wouid 


twenty major 


vl idually withdraw 
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That is where it all began 


in mortgage lending, in the farm loan field. 


the government competition 


4nd it 


is still there, with the Federal Land Banks as one of the 


dominating factor in the business. 


1 certain independent 


status is claimed for these Banks—but how independent 


are they? 


Might not some changes be made which would 


permit more free enterprise in farm mortgage lending? 


By WILLIAM E. TERRY 


Chairman, MBA Farm Loan Committee 


and EWART GOODWIN 


Vember, MBA Farm Loan Committee 


from the farm mortgage business 


[here are several reasons advanced 


but essentially they boil down to one 


paramount factor investments in 


farm mortgages are becoming les 


attractive. The soundness of this type 


investment is seldom questioned but, 
in spite of intensified efforts to contain 
costs, the farm mortgage departments 


and the mortgage bankers have been 


unable to maintain a net return to 


their companies at a rate favorable 


in ratio to other avenues of invest- 


ment To do a satisfactory volume 


of farm loan business, a lender must 
be competitive in amount, terms, cost, 


rate. All are 
the 


service and important 


but rate is of most immediate 


concern as it determines the net yield 


to the investor This discussion will 


be confined primarily to the factors 
governing tarm interest rates. 
Traditionally, farm rates have been 


geared to the general money market 


and to the available supply of funds 


as the demand for mortgage credit 


increased or subsided. If rates on 
other investments increased, the farm 
rate adjusted itself upward to attract 
a continuing flow of capital to agri- 


culture adequate to meet its needs. 
More recently the dominant single 


factor determining the rate available 


in most farm areas is admittedly the 
rate offered by the Federal Land 
Banks through the National Farm 
Loan Associations. This has become 


more significant since the Land Banks 
the 
they will lend and have become con- 


have greatly increased amounts 


siderably more aggressive in an ad- 
mitted drive to do a larger portion 
of the farm loan business. From an 
$10,000 at its 
inception, it has increased to $25,000 
to $50,000 to $100,000. then $200,000 
proposes to remove that 


Acquire and read HB 5740 if 


initial loan limit of 


and now 


limit. 


you have not already). 
be condemned but perhaps some of 
the overlooked aspects of the Federal 
Land Bank System, its method of op- 
“inde- 


This is not to 


eration and its questionable 
pendent” status, merit serious review 
by mortgage bankers and all others 
interested in the future of agricultural 
the farmer who 
have a mortgage and Mr. 


credit, not to say 
not 
Average Tax Payer himself. 

How has the Land Bank System 
maintained an interest rate that sev- 


coes 


eral times in recent years has proven 
unattractive to other lenders, even 
though funds were allocated for farm 
loans that could have been channeled 
into other investments to equal, or 
greater, advantage? In the opinion of 
the writers, it has been because of (1 

the advantages enjoyed under the 
aura of its federal government affilia- 
tion and (2) questionable tax advan- 
tages of co-ops in general and (3) 
what some reliable authorities consider 
shortsighted and im- 
marketing the 


acquires the 


to be a very 
method of 


which it 


prudent 
from 


bonds 
major part of the monies it lends. 


Since the Federal Land Bank Sys- 





of the best prospects for 
prime mortgage loans 


THROUGHOUT NORTHERN CALIFORNIA 


Our branch office and field representative 
system keeps us in close touch with 
every important construction activity 


MALL t " 
SANTA ROSA, CALIFORNIA 











tem was removed from the Depart- 
ment of Agriculture and placed under 
the regulation of the Farm Credit 
Administration, much has been made 
of it as an “‘independent farmer 
owned enterprise.” It staunchly main- 
tains it is not a government agency! 


Claims to Be Independent 
But What About Subsidy? 


It has not disclaimed its federal role 
and continues to benefit from the ad- 
vantages afforded a federal agency. 
Federal Land Bank bonds are listed 
in the financial pages under U. S. 
Government and Agency Bonds. Ask 
a security dealer for quotations on 
Federal Land Bank Bonds 
will find them listed right along with 
uU. & 
Treasury bills, ete. 


and you 


Treasury bonds and notes, 
The 


federal 


footnote is 
made subject to all taxes, 
exempt 
from state income taxes. 
are available in denominations as low 
as $100 and are secured by the mort- 
gages pledged as collateral. While the 


under laws 


but ) present 


These bonds 


law provides that these mortgages may 
remain pledged as eligible collateral 
even though instalments of principal 






DETROIT 


AND 


MICHIGAN 
TITLE INSURANCE 


TITLE INSURANCE on both Owner’s and Mort- 
gagee’s Policies anywhere in Michigan. Prompt 
and dependable service from Michigan’s Oldest 
Title Insurance Company. 


or interest thereon become past due 
or are extended, Federal Land Bank 
statements that the bonds are 
not guaranteed by the Government 
but are the several and joint obliga- 
tions of the twelve Land Banks. Does 
the average buyer take this that 
simply? No—and herein actually lies 
an indirect form of subsidy. How 
direct it could be will be noted later. 


insist 


Other items: private lenders pay 


$10 for written status information 
from Offices of the Bureau of Land 
Management administering Taylor 


Grazing privileges on public domain 
the Federal Land Bank is exempt. 
Some of the “risk” in lending has 

been lessened in the past by “Memo- 

randums of Understanding” between 

the Federal Land Bank System o1 

Farm Credit Administration and such 

agencies as the Forest Service, Bureau 

of Land Management Bureau 
of Reclamation—advantages not af- 
forded private lenders. Other advan- 
tages including certain rent free fa- 
afforded 
the 


and 


and services 
eratis by other 


Government are impossible to meas- 


cilities many 


departments of 


ure, 


ABSTRACTS and TAX reports on real property in 
metropolitan Detroit. We act as ESCROW Agents 
in all matters involving real estate transactions. 





ABSTRACT & TITLE GUARANTY CO. 


735 GRISWOLD - 


DETROIT 26, MICHIGAN 





THE MORTGAGE BANKER « June 1959 25 








A number of states levy a mortgage 
recording tax in one form or another 
the Federal Land 
“cooperative” 


except against 


Banks 


nature or Federal affiliation, or both, 


Because of its 


they are exempt from virtually all 
forms of taxes, local, state, and fed- 
eral. The revenue not received from 
this source must be added to the tax 
load of all other sources 

sound, 


fit- 
thirty-three-and-a-third 


Finally, does it make sense 
prudent business sense—to write 
teen, twenty, 
and up to forty year loans with money 
borrowed on short term bonds? Of the 
$1.791.000.000 in 


bonds outstanding 


Date of Issue Amount 

Feb. 14, 1958 $ 83.000.000 
Feb. 14, 1958 83.000.000 
May 1, 1958 122 000.000 
May 1, 1958 108.000.000 
July 15, 1958 164.000.000 
Nov. 3. 1958 120.000.000 
Nov. 3, 1958 120.000.000 
Feb. 2, 1959 39.000.000 
Feb. 2, 1959 100.000.000 
on March 31, $1,125,500,000 (over 
60 per cent), fall due between now 
and May of 1963, $757,500,000 ma- 


ture by April of 1961, and between 
1960, the Land 
refinance $672.- 
outstanding at coupon 
$ 164.000.000 


now 


Banks 


000.000 


and June of 
must pay ol 
now 
rates of 134 per cent 
to + per cent 
Review its financing activities from 
1958 as to 


money 


February bonds matured 


and as new was needed in 


table above 

Note particularly the last two items 
which reflect the 
market and remember that a substan- 


present money 
tial portion of the farm loans out- 


standing are at rates as low as 4 per 


cent 


“We would have no alternative 
but to go to the Congress” 


The Federal Land Bank can adjust 


its rate on current commitments to 
compensate for the increased costs of 
operation and the higher rates on 
But what about the 


rates 


bonds sold today. 
term loans still carried at 
the short 
maturing—if and 


long 
bonds 
the 
the cost 


permitted by term 


above when 
gross income does not covet 


of its money plus cost of operation? 
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What happens? When this question 
was advanced to a Land Bank official 
recently, his reply “We 
would have no alternative but to go 


was simply 


to the Congress.” 
this! According to Mur- 
third edi- 


Conside1 
ricultural Finance, 
tion published in 1953, Congress pro- 
vided from June 30, 1935 to July 
1, 1944 that the net rate on all Fed- 
eral Land Bank loans outstanding be 
reduced to 34% per cent and that the 
make up the difference by 
payment directly to the Federal Land 
Banks. From 1933 through 1944, the 
total reduc- 


rays Ag 


Treasury 


subsidy for interest rate 


Coupon Rate Maturity 


Ve April 3, 1961 
/, April 1, 1970 
2% May |, 1963 
yy May 2, 1966 
1% Oct. 20. 1959 
, May 1, 1959 

t Sept. 20, 1961 
4 Feb. 1, 1960 

£5 March 20, 1969 


Let 


us hope this is not to be repeated 


tion amounted to $277,000,000. 


From a strictly practical and funda- 
mentally the 
operations of the Federal Land Bank 
System and its proclaimed status as 


sound point of view, 


an independent enterprise could be 


furthered and sustained by the follow- 
ing changes: 


A list of changes which could 
achieve needed objective 
>> Eliminate the term “Federal” and 
adopt one more suitable to a farmer- 
owned enterprise. 
>> Require that its bonds be sold 


on a term commensurate with the 
length of loans made, then divorce 
them completely from government 


securities. 


>> Provide specifically that any de- 
ficiency in operation be financed by 
a special levy on the borrowers bene- 
fiting and make their stock 
liable for appropriation for this pur- 
pose. Maintain and increase present 
reserves to hedge against any possible 


ow ned 


capital loss. 


>> Do away with the tax free status 
at all thus eliminate one 
of the subsidized 


levels and 
last 
operation. 


vestiges of a 


Wouldn’t these changes result, over 
the years, in increased 
borrower? Yes, but 
and, more important, a healthy, free 
enterprise form of competitive lending 
could be preserved for agriculture. 
Which is more important—a subsid- 
ized, cheap interest rate and ultimately 
limited sources of credit, or a free flow 
of ample capital to an expanding agri- 
culture? 


rates to the 


only nominally 














SIOUX CITY, IOWA 
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Serving the Mortgage Industry with Offices in: 
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Upice of the Home Office 


The Correspondent Can Do Most 


to Get Prompt Loan Decisions 


VERYONE in the home office 
E who has anything to do with 
underwriting correspondents’ loans 
likes to be in a position to give prompt 
service and is disappointed when the 
submission is presented in such a way 


that a decision cannot be reached 
without going back for further in- 
formation. The following remarks 


apply to residential loans and empha- 
size the 
found in these applications: 

>> SUBMISSION LETTER: In 
letter of trans- 
various enclosures, 


omissions most commonly 


being a 
mittal, listing the 
it should anticipate obvious questions 
to the loan under- 


addition to 


which will occur 
writer and should explain any ques- 
tionable points or ambiguities in (a 
property construction o1 
d) financial 


location, (b 
layout, (c) credit report, 
statement (if source of required equity 
is not clearly shown e) employ- 
ment or income of applicant, and (f 

particularly if re- 
financing is involved. Ideally, a cor- 
respondent organization should be 


set up so that the person recommend- 


acquisition cost, 


ing the loan examines the submission 
after it has been fully completed and 
ready for mailing to the investor. At 
that time he should try to put himself 
in the investor’s position and ask him- 
self just what other information he 
feels is necessary. 

>> AREA DESCRIPTION: The 
correspondent should assume the field 
familiar with his territory 


man most 


will be absent from the home office 
when his submission arrives and there- 
fore be specific regarding the charac- 
ter of the neighborhood, how well 


It’s a statement that can hardly be disputed: 


the correspondent himself can do more than anyone 


else to insure a prompt decision on loans by merely 


seeing to it that his submission is of the type that will 


insure a prompt decision. It means one well-prepared 


with nothing essential omitted. 


By R. DOUGLAS SWINEHART 


Vice President, Mortgage Loan Department 


fetna Life Insurance Company 


built-up it is, the price range and sales 
experience of properties in the imme- 
diate surroundings, as well as the na- 
ture of the utilities, transportation, 
schools, churches and shopping facili- 
ties. It is particularly helpful to re- 
fer, by loan number, to other loans 
that have been made nearby. 

>> PHOTOGRAPHS: 


spondent will acknowledge the impor- 


Every corre- 


tance of good photographs and yet too 
many submissions leave a great deal 
to be desired in this 
many will have only two photo- 
“subject lot,” 


respect. Too 
graphs, one marked 
which is a close-up of four big pine 
trees and the other a shot into the 
sun of a pine grove marked “neigh- 
looking east’! Nothing is 
more discouraging to a home office 
underwriter than to have unclear, in- 
adequate, blurred or meaningless pic- 
tures. On the other hand, nothing is 
more helpful in getting the feel of the 
general price range, 
of the neighborhood 


bc rhc ( od. 


age, character, 
and desirability 
than at least half a dozen good photo- 
graphs of comparable houses in the 


immediate vicinity. In recent years the 
use of aerial photos for commercial 
loans has become customary and while 
not practical for individual residential 
loans, they are quite helpful where 
residential tract deals are being con- 
sidered. 

2> CREDIT: Perhaps more delay is 
occasioned by the necessity of going 
back to the correspondent for addi- 
tional credit information or for clari- 
fication of information submitted than 
any other phase of a correspondent’s 
submission. Certainly some explana- 
tion should be forwarded with the ap- 
plication of the newly hired manufac- 
turer’s representative who predicts he 
will earn $20,000 a year or of the 
production worker who works 20 hours 
overtime and has a job in a service 
station on Sunday. The correspondent 
should “think through” the credit in- 
formation obtained and passed on to 
the home office to determine whether 
or not a sound decision can be made 
solely on the information given. It is 
difficult for the home office under- 
writer to guess that the applicant's 
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wife has a trust fund; or that the new 
job held one week is actually a pro- 
motion from a subsidiary firm where 
the applicant had worked 15 years; 
or that Smith Associates, the employ- 
er, is a nuclear physics laboratory em- 
ploying only scientists with F. B. I. 
Where the credit of a self- 
employed applicant is involved, a pho- 


‘ learanc e 


tostatic copy of his income tax return. 
for the last three years is most helpful. 


Comment should be made on slow 


collection items in the credit 


pay or 
report and if a divorce is indicated, 
the nature of the alimony and child 


support payments should be explained. 
>> APPLICATION: These forms 
will vary but in all instances give all 
the information required. Remember 


these questions are asked because the 


home office considers them important. 
If there is an loan on the 
property, most home office underwrit- 


existing 


ers want to know who the mortgagee 
is, the balance of the loan, its terms 
and what the payment record has been. 
Any delinquencies, either in loan or 
tax payments, should be carefully ex- 
plained. If secondary financing is in- 
volved, describe it in the application 
rather than treat it as an afterthought 
as the loan is about to close. Be cer- 
tain the application is dated. 

Any of the above-mentioned omis- 
sions cause delay, unfair underwriting 
decisions and/or expense in telegrams, 
telephone calls, time. By eliminating 
them, you will help the home office 
underwriters to help you by giving 
decisions. 


prompt favorable 


Communication Js Vital 


By OWEN D. MURPHY, JR. 
Manager, Mortgage Loans 
The Columbian National Life Insurance Company, Boston 


ORTGAGE correspondents, as 
M well as investors, are human be- 
ings and as human beings are bound 
to have certain strengths and weak- 
nesses. It would appear that one ol 
the greatest weaknesses applicable to 
both mortgage correspondents and in- 
vestors alike is the simple lack of “‘com- 
munication.” Webster defines com- 
munication as “intercourse by words, 
letters, or messages: interchange of 
thoughts and opinions.” 

Some correspondents seem prone 
never to call or visit their investors 
with the thought of just sitting down 
to exchange opinions, to know their 
investors better, to be brought up to 
date on the latest thinking and poli- 
cies, and to discuss ways of improv- 
ing the relationship. 

Recently 


definite campaign to consolidate some 


we have embarked on a 


of our correspondents due primarily 
to the vast number of servicers han- 
dling our account. In connection with 
this, we had a visit from one of the 
servicers we had planned to consoli- 
date. At that time, this correspondent 
whom we will call The X Company) 
had but three loans to service for us. 
We were also represented in the same 
who had a 


city by another service: 
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much larger portfolio. The X Com- 
pany had been servicing these three 
loans for well over fifteen years and 
our files showed little, if any, corre- 
spondence had ever been received 
from them over the years. The presi- 
dent of X Company said that he 
had visited in our city at least an- 
nually for a number of years but nev- 
He did ad- 
mit five or six years ago he made a 
call and was told at that time we were 
out of the market. Had he made the 
effort to call each time he was in our 
learned we 


er thought to call on us. 


vicinity, he would have 
were back in the market, ready, will- 
ing, and able to consider new offerings 
in his territory. 

The moral is perfectly clear, and 
quite likely The X Company would 
have retained and built up their ac- 
count with us rather than lose it en- 
tirely to the more alert competitor. 

One of the biggest drawbacks in 
our correspondent setup, particularly 
where the investor is miles from his 
mortgages, is being kept adequately 
informed in matters relative to delin- 
quencies and more especially to loans 
under foreclosure. Many correspond- 
ents give information on delinquencies 
only on request and then too meager- 


ly. We have attempted to encourage 
our servicers to advise us on the bot- 
tom of their remittance reports 
the details 


SO as 
to save a separate letter 
concerning the non-remittance of any 
loans, telling us not only the reason 
for the delinquencies but also what 
steps are being taken to collect and 
remit the overdue payments. Un- 
doubtedly the correspondent is keep- 
ing abreast of the situation but how 
do we know it sitting in our office 
with only a delinquent list in our 
hands? As to the loans nearing fore- 
closure action, the man on the scene 
has all the facts as to whether further 
forbearance is desirable or imminent 
foreclosure action is advisable; but 
shouldn’t we be let in on the secret? 
Once foreclosure action is recom- 
mended, we feel we are kept almost 
entirely in the dark until we receive 
forms for transfer. We realize that it 
takes a certain time to handle some 
aspects of foreclosing, and redemp- 
tion periods must be observed, but 
wouldn’t the correspondent be smartet 
to keep the investor informed as these 
steps occur rather than have the in- 
vestor write inquiring what is the 
status of the case and if the mort- 
gagee is being adequately protected. 

Occasionally (and fortunately only 
rarely) a catastrophe strikes an area 
in which there are mortgage loans. 
In instances there will be two corre- 
spondents in the area and one will 
notify us immediately by wire that no 
damage has ensued to any of our prop- 
erties. Nothing is heard from the oth- 
er. In the natural course of events 
notice would be 
but observance of good communica- 
tions would indicate that, when such 
is the case, a reassuring message is in 
order and much appreciated. 

Of course, the investor should prac- 
tice communications, too, by keeping 


received of a loss, 


his correspondents well informed. 
When an inquiry comes in from a cor- 
respondent endeavoring to sell new 
loans to an investor, the investor should 
promptly and adequately explain his 
current situation. If he is temporarily 
“out of the market” or for diversifica- 
tion reasons or any other reasons can- 
not place any new money in a par- 
ticular area, he should fully explain 
this. When Company policies are 
changed, it behooves a good investor 
to promptly notify his correspondents, 
keeping them abreast of the latest de- 
(Continued on next page) 


NEW YORK CONFERENCE 
(Continued from page 22) 

tan bank, the First National Bank of 
Boston, a man who has had the op- 
portunity to study the mortgage busi- 
ness at close range in recent years, got 
down to bedrock fundamentals about 
some aspects of the industry. 

“The growth in your industry in 
the last five years has been almost 
spectacular. The figures reflect a good 
deal of credit on the mortgage banker. 
They show that you have done a 
creditable job of selling investors on 
the desirability of government guar- 
anteed loans for investment and on 
your own integrity as originators and 
servicing agents. They show that you 
have been very resourceful in develop- 
ing such a substantial volume of busi- 
ness in a short time with such a 
limited amount of capital. 

“It must be noted, however, that 
the ratios of liquid capital to bank 
loans and to total servicing have, in 
many cases, become less conservative. 
Many balance sheets are cluttered up 
with outside investments and, there- 
fore, present less understandable and 
less liquid net worth figures. 

“Although there seems to be no 
crisis in your business right now as 
there often has been in the spring or 
fall, it does appear that you may have 
some serious problems to face in the 
not too distant future.” 

Then he went into details, with the 
facts and figures and hypothetical bal- 
ance sheets of mortgage companies to 
illustrate his points. (The Rockefeller, 
Nelson and Keesler talks are available 
on request—the latter particularly 1s 
something for detailed study.) 


Howard Thompson of New York 
State’s Insurance Department warned 
mortgage bankers that they are the 
representatives of the investors and 
it’s their duty to see that fair and 
reasonable appraisals are made—no 
more of this letting the rising market 
take care of everything. The constant 
upswing in the real estate market has 
covered up a lot of mistakes but the 
end of that road is here. There must 


velopments. 

It therefore appears that this weak- 
ness through lack of proper communi- 
cation can be turned into strength 
very simply for the good of all con- 
cerned, through intelligent “communi- 
cations.” 


be a return to the completely scienti- 
fic and logical appraisal process. 

Louis Glickman, famed New York 
real estate operator, inventor, in a 
sense, of the real estate syndicate and 
of other real estate devices as well, 
described the syndicate operation. No 
one knows it better than he does 
because no one has done so many. 
Last year he made only two deals 

there was something about the times 
and conditions that acted as a de- 
terrent—and there is always the 
growing scarcity of good land. (Two 
days after he spoke, he announced 
purchase of a vast tract in Manhattan 
with nearly 25 large plants vacated 
when a big national food processor 
moved to a suburban town. 

Gerald Blakeley, of the big Boston 
real estate firm of Cabot, Cabot and 
Forbes, told how an industrial park 
is put together, what it involves, the 
economic thinking and planning be- 
hind it. Most at the Conference knew 
little or nothing of these centers which 
seem likely to become a growing fac- 
tor in industry. 


Such was the New York Conference 
of 1959, a lot that was new, some 
brand new, but also an inquiry into 
the most essential part of the mort- 
gage business—the firms and people 
who comprise it. 


>> SUGGESTION: New policy 
which would permit home owners to 
include such permanent, built-in 
equipment as air conditioning in 
mortgages backed by government 
agencies, was adopted by the Cham- 
ber of Commerce of the United States 
at its annual meeting. 

The policy would “encourage the 
re-examination, particularly by gov- 
ernment agencies (FHA and VA) of 
credit standards in home mortgage 
financing in the light of the changed 
characteristics of modern homes as to 
style, maintenance and equipment 
costs. 

Today’s homes, the Chamber 
pointed out, are substantially more 
than “structural shells” as was once 
the case. Typically, they include 
much built-in equipment. 


An inventory of choice Mid-Western 
FHA’s available for fast delivery 


FHA yields continue to represent an attractive investment. But 
increasingly more investors require accurate delivery dates on 
purchased loans. They want them when they want them — com- 
pleted, ready for delivery, and in a broad area of choice. Mortgage 
Associates, Inc., as a service to its many diversified investors, 
maintains a continuous inventory of extremely well selected FHA’s 
— completed and, in most cases, ready for 15-30 day delivery. 


Write or telephone for details. 


MORTGAGE ASSOCIATES, INC. 


Member, Mortgage Bankers Association of America 
125 EAST WELLS STREET * MILWAUKEE 2, WISCONSIN * BRoadway 6-6633 


DIVISIONS: Amortized Mortgages 
Central Mortgage Co. 

Ray P. Hiller Co. 

Victor A. Penn Agency 
BRANCHES: Appleton * Madison 
Racine * Wausau, Wis. 
Rochester, Minn. 


- 





Write for our Brochure 
Ma-158. Our 

Annual Reports 

are available 

at any time... 
published annually 
about May 15. 
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_ Servicing Tips from the Top | 


A monthly department about Mortgage Loan Servicing 
conducted by W. W. Dwire, Citizens Mortgage Corp., 
Detroit, and member, Mortgage Servicing Committee 























tion date order. To avoid this dupli- 


Hazard Insurance Records Should cation, we decided to keep our cards 


, e in our loan number order; but, by 

Be Kept Readily Accessible the aid of a Keysort card, we could, 
once a month, sort them and with- 

draw those which are expiring. In 

By L. K. HORN this way, our cards were readily acces- 

Secretary-Treasurer, Lon Worth Crow Company, Miami sible for general purposes and also 
gave us information necessary as to 
expirations. 

We punched the following informa- 
tion on our card: our loan number 
and month and day of expiration. 

Inserted on the card is our loan 
number, mortgagee loan number, es- 


P analyzing our Servicing Depart- was complicated to find this card as 


ment, we found that it was becom- the expiration date must be known, 
ing increasingly difficult to have leading back to the policy or possibly 
hazard insurance information at our to the mortgagor’s file. 
finger tips. We were filing our polli- Since the majority of our operation 


held in the mortgagees’ behalf, is geared to numerical filing in loan 
the crow collection for insurance, agent, 


company and policy number, amount 
and type of insurance and premiums 
paid. (Card shown below.) 


cies, 
in cabinets in loan number order. We number order, it seemed that 
could have pulled the policies and most practical approach was to have 
extracted needed information, but this the insurance cards in the same order. 
is time consuming and certainly not This would have been easy; but, in 
practical for a volume operation. We so doing, we then could not find The proof of the success of a change 
had a card for each policy, but they expiration information. It would still _ is the satisfactory operation. We have 
were filed in expiration date order. It be necessary to keep cards in expira- found this method to be successful. 
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Time Saving Idea for Insurance 
By CLYDE SAUL 


Servicing Manager, Walker & Dunlop, Inc., Washington, D. C. 


N OUR office, where bookkeeping 
machines are used, the loan ledger 
card is the most important record 
maintained in connection with the 
servicing of mortgage loans. In a sense, 
our entire servicing set-up is built 
around this card which contains an 
accurate historical record of all the 
pertinent information regarding a 
mortgage loan. Rarely do we find it 
necessary to resort to other records in 
furnishing mortgage information. 
Since information regarding the na- 
ture of the insurance coverage pro- 
tecting the security for the loan is 
often needed for pay-offs, assumptions 
or other reasons, we have decided that 
this information belongs on the loan 
ledger card. When a new loan is set 
up for service, pertinent insurance in- 
formation is typed on the loan ledger 
card. However, we encountered a prob- 
lem upon the renewal of an insurance 
policy. As policies were renewed, each 
ledger card had to be pulled from file 
the insurance information 


and new 


typed thereon. This procedure took a 
great deal of time and often tied up 
our ledger records when they were 
needed for posting or other purposes. 
The problem was solved in the fol- 
lowing manner: 

The information needed was organ- 
ized into a small pattern to be typed 
on gummed “Oxford Rol-Labels,” the 
kind normally used to label file fold- 
ers. The tip of each label is moistened 
and pasted to the corresponding insur- 
ance invoice by the employee process- 
ing such invoices payment. As 
these invoices are posted to the loan 
ledgers, the posting clerk removes the 
label and sticks it on the ledger in the 
space provided for insurance informa- 
tion. 


for 


In this manner, our ledger cards are 
kept current with respect to insurance 
information without their ever having 
to be the files. This 


simple idea has saved us many hours 


removed from 


of work. 





Higher Lending Ratio 
Takes a Giant Stride 


An objective which, to most mort- 
gage men as late as five years ago, 
seemed a difficult indeed, has 
taken a giant step forward in the past 
twelve months—namely, the increase 
in the loan-to-value ratio for conven- 
tional lending by life insurance com- 
panies. New York State led the pro- 
cession and, as expected, with this 
pivotal insurance and investment state 


one 


pointing the way, others are sure to 
follow. Thus, mortgage lending by 
life insurance companies on a basis 
more in tune with the times is being 
achieved. The law which has become 
effective in New York State permits 
loan-to-value of up to 75 per cent, 
with the maximum amount of a 75 
per cent loan $30,000. 

A quick check by Richard G. Oller, 
MBA Assistant Director of Education 
and Research, reveals that at least 18 
have o1 the 
matter. In nine states bills have either 
been passed or introduced; in at least 
others and the District of Co- 
lumbia plans are being made for 


states are considering 


four 


similar legislation. To recap briefly: 
CALIFORNIA: Bill introduced to in- 
crease loan-to-value ratio on single family 
residences from 66%3 to 75 per cent. 
DELAWARE: Bill with 
California introduced. 


DISTRICT OF COLUMBIA: Legisla- 


same ratio as 


tion here means an act of Congress. 
Change is expected the next time the In- 
surance Commissioner goes to Congress for 
a revision of statute. 


ILLINOIS: Bill favoring 75 per cent 
loans has been introduced and passed by 
the House. 


IOWA: Iowa-domiciled companies in- 
troduced a bill, passed by both House and 
Senate, permitting loans up to 75 per cent. 
Bill becomes law July 4. 

KENTUCKY: For early 1960, plan is 
afoot to sponsor legislation to get the law 
changed from the 667% to 75 per cent. 

MARYLAND: Bill passed permits loans 
up to 75 per cent of fair market value on 
single family residences, provided amor- 
tized over not more than 25 years. 

MASSACHUSETTS: No legislation 
pending similar to New York Bill. Time 
for normal filing in this session has now 
expired so any immediate action is doubt- 
ful. 


NEBRASKA: 
1961. 


NORTH CAROLINA: Legislature 
passed a law permitting insurance com- 
panies to make 75 per cent conventional 
loans. 


OHIO: Bill would permit domestic in- 
surers to invest up to 75 per cent in mort- 
gages on fee simple real estate. Passed. 

OREGON: The Oregon legislature 
meets once every two years and is too far 
along to hope for an increase in the per- 
centage on conventional loans. 

PENNSYLVANIA: Bill changes loan- 
to-value ratio from 6674 to 75 per cent of 
real estate value. 

TEXAS: Bill would amend insurance 
code authorized investments for life, health 
and accident insurers, and definition of 
“Texas Securities” for Robertson Law, so 
as to provide that insurers may make 
mortgage loans upon first liens on real 
estate and the value of which is at least 


Legislation expected in 
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The New in 
Mortgage 
Offices 


OTHING reflects so graphically 
the growth and expansion of the 


mortgage business during the past two 











decades as does the scores of new of- 
fices in which the industry conducts its 
operations today. No specific area is 
outstanding in this respect—these new 
offices and new buildings are every- 
where, up and down and across the 
land, in the largest metropolitan areas 
as well as in the smaller communities. 
In recent issues we have looked in on 
many of these new buildings of mort- 
kage companies as well as new office 
quarters of others. Here are a few 
more. 

At the right are two views of the 
new building of Aiken and Company, 
and Aiken Loan and Security Co., 
pany in Florence, South Carolina. Its 
new building is a 2-story brick and 





glass structure containing 11,500 
square feet of space and is equipped 
with all modern innovations. As is 
customary for structures of this type 
these days, the new building has a 
wide parking area. And, as is also 
necessary today, heavy emphasis has 
been placed on making the new quar- 
ters as attractive as possible for em- 
ployees with comprehensive rest 
rooms, kitchen facilities, etc. 





Aiken Loan and Security Co. was 
organized in 1930, and J. B. Aiken, sicacsnnicenianiitl : —_ 
Sr. is chairman of both companies, 
and J. B. Aiken, Jr. is president. The 
firm operates branches in Columbia, 


Greenville and Charleston, South Protect your mortgage investments with 


Carolina, and Thomasville, Georgia. : : = 
It operates real estate and rental and Berks Title Insurance policies. Berks Title offers full 








property management departments. service to corporations and individuals who buy, lease or 
Below is the new building of the h ere ; | 
Moore Mortgage Company in Denver, GERESWHEE SEVER IM SCRE CHE. 


now under construction for occu- 


pancy this summer. As so many mort- B v4 WY 
gage companies have done, this com- OM. S Ih 4 IN SURANCE COMPAN Y 


pany left the crowded downtown area READING, PENNSYLVANIA 

to construct its build 21, miles 

obese nigyentesri ae - — Agencies throughout Pennsylvania... Delaware... Maryland . . . Virginia 
rom the central area. it will nave West Virginia... District of Columbia...New Jersey. . . Ohio. . . Florida 


three stories and basement, but the 
design is such that three additional 
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A study in modern functional design for a mortgage company office. Above is a view of the general office area of Jersey Mortgage 
Company and at right is the directors’ room—a rather sharp departure from the commonly accepted view of a directors’ room. Below 
is the lobby entrance and the senior executive’s office. Emphasized throughout is adequate space to work in most efficient way. 





stories could be added at a later date. 
It also has comprehensive parking fa- 
cilities. The exterior walls are of porce- 
lain enamel. Moore Mortgage Com- 
pany, Moore Realty Company, and 
Moore Insurance Agency, Inc. are all 
being housed in the new quarters. 


Earlier this year Jersey Mortgage 
Company in Elizabeth, New Jersey, 
moved into its new building which is 
one of the largest built for a mortgage 
company. It contains 21,000 square 
feet, of which 15,000 is on the first 
floor and 6,000 in the basement. A 
large parking area is provided. The 
entire structure is air conditioned, and 
the general office area section will 
have its roof flooded during the sum- 
mer to assist in the air conditioning 
process. The exterior is salmon brick. 
Porcelain and aluminum curtain walls 
are across the front and east sides of 
the building, 











ATTENTION: MORTGAGE ORIGINATORS 


Our business is selling FHA and VA Mortgages to the 
secondary market. If you seek Takeout Commitments, 


we urge you to consult us. 


EDWIN F.ARMSTRONG & COMPANY 


51 EAST 42ND STREET NEW YORK 17, N. Y. 
MURRAY HILL 2-1176 
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SALARY VS. COMMISSION 


for production personne 


HE method used to compensate 
the production employees of mort- 
gage companies has long been a difh- 
cult policy question for management 
and widely divergent plans can be 
found in the industry. The two ex- 
tremes, of course, are the straight sal- 
ary and the straight commission with 
a variety of compromise arrangements 
lying in between. 
By the 
great deal of personal initiative is 
called for on the part of the employee 


very nature of the work a 


volume of loans is to 
Many 


panies believe that the necessary ini- 


if a satisfactory 


be produced mortgage com- 
tiative and drive can best be induced 
and sustained by relating the em- 
ployee’s income dire« tly to the results 
obtained—in other words, a commis- 


sion arrangement. Other companies 
are more concerned with the proper 
exercise of care and judgment on the 
part of the employee and believe that 
this is best encouraged by freeing his 
day-to-day decisions from a direct re- 
lationship with his income. In the one 
case the choice of method of payment 
has been heavily influenced by con- 
cern about the quantity of the work 
performed In the other case the 
choice has been influenced by concern 
over the quality of work performed. 

Before going on it should be pointed 
that the issue of salary vs 
the 


not as simple as in many lines of work. 


out com- 


mission in mortgage business is 
Che loan production employee must 
have something of a split personality 
On 


who must aggressively sell his product 


the one hand he is a salesman 


money—in what is usually a highly 
competitive market. On the other hand 
he is charged with certain underwrit- 
ing responsibilities inevitably arising 
from the act of assisting in the invest- 
ment of somebody else’s money. Thus 
the production employee must enthu- 
siastically bring in the business but, in 
many instances, once having gotten it 
in the door he must put on his other 
hat and throw it right out again. Is it 
any wonder that providing proper mo- 
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Which is better? Which system 
accomplishes the most? It’s a question 


that comes up in every mortgage 

operation some time or another. Regardless 
of how you do it, take a look at the 

reasons underlying each method. 


By ROGER C. OLSON 


Vice President, East Bay Mortgage Service, Inc. 


Oakland, California 


tivation in this context is a very real 
challenge? 

Thus the problem. Should the in- 
come program be tailored to induce 
the 


and 


amount of initiative 


should it fa- 


maximum 
aggressiveness, Or 
vor the relatively unbiased exercise of 
judgment? If a compromise between 
the two extremes is considered, in 
which direction should it lean or tip? 
And, further, can a satisfactory com- 
without losing 


halfway in 


promise be achieved 


the best features of each 


between is at best an average answet 
and is not necessarily right. Unfortu- 
nately time and space do not permit 
a full examination of all the ifs and 
ands of these questions. However, for 
the purpose of stimulating discussion, 
and as a means of setting forth one 
mortgage banker’s point of view, the 
writer submits that the straight salary 
is the most satisfactory adaption to the 
conditions under which the typical 
mortgage company operates. In brief 
here is why: 





FHA 
VA 





MORTGAGE FINANCING 


Conventional 


NATIONWIDE 


FITZGERALD, REED & BISCO 


554 FIFTH AVE., NEW YORK 36 * 


Circle 5-2115 


Inquiries invited 


First, the quality of the business 
produced will more likely be higher 
under a salary program. Human na- 
ture being what it is, the close deci- 
sions in the field (when aren’t they 
close?) are more likely to be made 
from a company viewpoint if the earn- 
ing or non-earning of a commission 
does not hang in the balance. This is 
particularly true during a protracted 
slow period when the pressures upon 
a commissioned man to sustain in- 
come may become so intense that they 
may well lead to practices fatal to the 
future of the company’s investor con- 
nections — misrepresentation, omission 
or suppression of material fact, tape- 
stretching, and so on. 

Second, assuming that the salary 
paid bears a reasonable relationship to 
ability and experience, a mortgage 
company is more likely to get bette1 
men and keep them 
ary arrangement. During periods of 


with a sal- 


intense mortgage activity a commis- 
sioned employee is almost certainly go- 
ing to be over-paid for his efforts. Con- 
versely, during slow periods this same 
man is going to be under-paid for his 
efforts. A simple faith that the em- 
ployee will be content during such de- 
pressed periods with the hope of “av- 
eraging out” sometime in the future 
could well be simple indeed. It must 
not be overlooked that when the fu- 
ture looks black in the mortgage busi- 
ness it really looks black! For manage- 
ment there are few worse feelings than 
those which are experienced when a 
top-flight producer, having reaped 
vast rewards in the past on a commis- 
sioned basis, bids farewell to accept a 
position with a competitor—on a sal- 
ary. Management simply cannot per- 
mit a valued employee’s standard of 
living and way of life to be threatened 
even temporarily) without running a 
very real risk of losing him. It shouldn’t 
be overlooked that the loss of a man 
for this reason would occur at the very 
time when there is the greatest need 


New Re 


DIRECTORY OF AMERICAN 


SAVINGS & LOAN ASSOCIATIONS 


1959-60 ISSUE 


Only complete directory of Savings and Loan Associa- 
tions covering all 48 states and the District of Colum- 
bia. Over 6400 entries. More than 2000 dividend rates. 
Listings alphabetically by State and City, name of As- 
sociation, location, kev officials, assets, memberships in 
Federal agencies. 292 page cloth bound volume. $25. 
postpaid. Sample pages on request. 


T. K. SANDERSON ORGANIZATION 
Directory Publishers 
200 E. 25th St. Annex Baltimore 18, Md. 





for an experienced producer to make 
the best of a bad market. 

Third, a salary arrangement gives 
the best hope of creating a unity of 
purpose and a sense of team effort 
throughout the entire company. Un- 
der a commission arrangement for 
production men one of the most im- 
portant departments of a mortgage 
company is reduced to a loose confed- 
eration of independent contractors. As 
noted above, these men will likely be 
greatly over-paid during periods of 
boom business. It will be no secret to 
the other employees that the primary 
reasons for the rush of business from 
which large commissions arise are 
more often than not far beyond the 
control of the individual involved and 
are the result of particularly favorable 
conditions in the mortgage market 
generally. The effect of such over- 
payments upon the morale of the non- 
commission personnel and the result- 
ant tendency of the company to split 
into two camps, one of which cannot 
help feeling grossly under-paid by com- 
parison, is certainly unhealthy. 

Further destructive to the company 
unity is the fact that no matter how 
you slice it the commission man has 
to apply his efforts in such a way and 
in such a manner as to maximize his 
commissions—here and now. His at- 
titudes will be based essentially upon 
short-run considerations. Contrarily, 
the company must make its judgments 
in terms of the long run. Nevertheless 








COLORADO 
NEW se 


MEXICO 







TEXAS 
LOUISIANA (7 


=~ 


most of the time the company’s and 
the individual’s best interests are like- 
ly to be identical. But what happens 
when they are not? Consider the many 
things done by a mortgage company 
from which no immediate gain is ex- 
pected and perhaps no long term gain 
either, for that matter. Can these things 
be done without the enthusiastic co- 
operation of all the employees? Is it 
reasonable to expect a commissioned 
man to turn his back on cash-on-the- 
barrel-head activities and to properly 
make an annual or tri-annual inspec- 
tion of properties being serviced, to 
make loans with no front-end fees in 
order to keep the channels open, to 
properly handle refinance cases where 
the commissions on the net increases 
are nominal at best, and so on? In 
the opinion of this writer the answer 
is no. 

So far the points covered have been 
largely from the viewpoint of the em- 
ployer. What about the viewpoint of 
the employee who, after all, is the per- 
son most directly affected? How does 
he feel about it? 

One of the few indicators available 
is a recent survey among young 
mortgage bankers in California. The 
answers to the very comprehensive 
questions in the survey disclose many 
interesting attitudes, opinions and re- 
actions which have influenced the tenor 
of this article. One particularly ap- 
propriate question asked non-servicing 

Continued on page 41, column 2 
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Home Office, 1301 Main, Dallas 
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Company 
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R. T. Quinlivan President Greater Miami MBA 


The Mortgage Bankers Association 
of Greater Miami elected a new slate 
of officers. F 
ant vice president of Stockton, What- 
Davin & Co., was elected presi- 

William A. Martin, 


vice president of Federal 


Robert Quinlivan, assist- 


le vy, 
executive 


litle 


Insurance Company, was chosen vict 


Florida MBA Sponsors 
Educational Clinic 


One of the most practical adven- 


dent, 
and 


tures in mortgage education held 
during the year is the Educational 
Clinic sponsored annually by the 


Florida MBA in cooperation with the 
Florida at 
[his year’s theme was Producing and 


University of Gainesville. 


Servicing Mortgages 


Speakers from the industry included 
D. Richard Mead, Jr., vice president, 
D. R. Mead & Company, Miami 
Beach; John A. Gilliland, executive 
vice president, Knight, Orr & Com- 
pany, Inc., Jacksonville; Howard 
J. Murphy, vice president, W. G. 
Mathes, Inc., Ft. Lauderdale; L. K. 
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president, D. Richard Mead, Jr., vice 
president and director of D. R. Mead 
& Co., 


was named secretary-treasurer. 


[The Greater Miami MBA is com- 
prised of 50 principal mortgage 
banking and related firms in Dade 


County. Left to right, Mr. Quinlivan, 
Mr. Mead and Mr. Martin. 


Horn, secretary-treasurer, Lon Worth 
Crow Company, Miami; Mrs. Carol 
Betts Beeber, 
American Title and Insurance Com- 
Miami; Richard B. Caton, 


assistant secretary and manager, mort- 


assistant secretary. 


pany, 


gage servicing department, Stockton, 
Whatley, Davin & Company, Jackson- 
ville; and Robert O. Carr, 
president, Builders Mortgage Corpo- 


ration, St. Petersburg 


vice 


From the University speakers 
include Dr. Frank Goodwin, professor 
of salesmanship and sales manage- 
ment, department of marketing, col- 
lege of business administration; Dr. 
Arnold Matthews, professor of 
finance; Clayton Curtis, assistant pro- 
fessor of real estate, college of business 


and Dr. Clifton 


administration: 


William E. Terry Is 
Head Little Rock MBA 


William E. Terry, president, William 
E. Terry & Co., Inc., Little Rock, was 
elected president of the Arkansas 
MBA and A. S. Rosen, manager, 
Block Mortgage Company, Inc., Little 
Rock, was named vice president. Rob- 
ert Case, T. J. Bettes Co., Little Rock, 
was named secretary-treasurer. 

Directors elected include Elbert 
Fausett, president, Fausett & Co.; Jack 
Collier East, president, Jack Collier 
East Co. and H. T. Watkins, presi- 
dent, H. T. Watkins Company. 


Program committee consists of 
chairman, Charles Johnston, assistant 
secretary, First Federal Savings & Loan 
Association; Mr. Rosen; and R. E. 
Weaver, Jr., president, Weaver & 
Company. (Below, Messrs. Terry and 


Rose n 





Membership committee: R. S. Del 
Donno, chairman, vice president, 
Charles H. Curry & Company; Frank 


McGehee, assistant secretary, Pyramid 


Life Gus 
Mooney, assistant 
National Bank. 

Publicity and public relations com- 
mittee: chairman, B. Finley Vinson, 
vice president, First National Bank; 
Roy Bilheimer, executive vice presi- 
dent-treasurer, The Guardian Com- 
pany and W. P. Spotts, treasurer, 
Little Rock Abstract Company. 


Insurance Company and 


secretary, Union 


Oliver, Jr., associate professor of man- 
agement and business law. 

The program included a servicing 
panel where the panelists quizzed the 
experts and featured a loan committee 
in action. 





L. T. Gallogly Named 
Des Moines MBA Head 


L. T. Gallogly, vice president, Gen- 
eral Mortgage Corporation of Iowa, 
Mason City, was elected president of 
the Iowa MBA at their annual con- 
vention in Des Moines. Keith How- 
ard, secretary, lowa Securities Co., 
Des Moines, was elected secretary- 
treasurer and Harold H. Strifert, vice 
president, First National Bank, Sioux 
City, was elected vice president ( abou: 
left, Mr. Howard, Mr. Gallogly and 
Mr. Strifert 

At the lowa MBA meeting, upper 
right, Robert J. Breckenridge, vice 
president, Conservative Bond and 
Mortgage Company, Sioux City; 
Howard Johnson, executive vice pres- 
ident, Don McMurray and Company, 
Kansas City; Franklin Briese, vice 
president, The Minnesota Mutual Life 
Insurance Company, St. Paul; and 
Max E. Guernsey, president, Wyn- 
koop Mortgage Company, Waterloo. 

The Convention closed with a noon 
luncheon held in conjunction with the 
Des Moines Real Estate Board, where 
MBA President Walter C. Nelson 
made the principal address. At the 
speakers table were Dr. Arthur R. 
Upgren, professor of finance, Macal- 
ester College, St. Paul; Charles I Red- 
ding, chairman, Multiple Listing Ex- 
change, Des Moines Real Estate Board; 
Lester E. Calvert, president, Des 
Moines Real Estate Board; E. R. 
Haley, president, General Mortgage 
Corporation of Iowa; Mr. Nelson; J. 
Don Wissler, vice president, Home 
Federal Savings & Loan Association, 
Des Moines and president, lowa MBA; 
Mr. Gallogly; Mr. Strifert; Mr. How- 
ard; and Lloyd E. Clarke, president, 
lowa Home Builders Association, Des 
Moines. 

The threat of disastrous inflation 
and the acutely pressing need for a 
balanced federal budget are the prin- 


cipal economic facts with which the 
country should be concerned, Nelson 
said. 

“It may be argued that so long as 
there are large numbers of unemployed 
and so long as there is lots of unused 
plant capacity, the inflationary forces 
cannot assert themselves very strong- 
ly. Be that as it may, inflationary 
forces are already at work in the finan- 
cial markets, if not in the economy 
generally. We are dealing in a situa- 
tion where a strong conviction has as 
much influence as a fact.” 

Turning from the inflation aspect, 
he told the Iowa mortgage bankers 
that an excellent volume of new home 
building in 1959 is already assured at 
around at least 1,200,000 starts for the 
country and the financing for it will 
be available. 

A revival in the Veterans Adminis- 
tration home loan program is in the 
offing as the result of the anticipated 
increase in the VA rate, Nelson de- 
clared, and it will mean a shift to 


VA financing of some which is now 
going into FHA and conventional 


mortgages. 


LOAN TO VALUE RATIO 
Continued from page 31 


one third more than the amount loaned 
thereon, rather than “40 per cent more” as 
presently provided (i.c., permit 75 per cent 
loan-to-value mortgages). Reported favor- 
ably in Senate. 

VERMONT: Here life companies and 
savings banks are permitted to make 80 
per cent loans on single-family or two- 
family properties. There are certain con- 
ditions attached which could make it a 
little cumbersome for a Vermont insurance 
company to make 80 per cent loans in 
other states. 

WASHINGTON: Legislative session has 
concluded and no action taken with re- 
spect to liberalizing the percentage of loan 
on residential property. 

FLORIDA: A _ revision of insurance 
code under consideration. There has been 
some discussion of increasing the percent- 
age from two-thirds to 75 per cent but the 
principal local companies here are ap- 
parently happy enough with the present 
limitation. 

LOUISIANA: In May 1960 a bill will 
be introduced paralleling the New York 
law. 
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Convention 





Chis year, for the 43rd time, mem- 
bers of the largest regional mortgage 
group in the country, the famed Tex- 
as MBA, annual 


convention in Dallas. this time in the 


gathered for then 


just-opened Sheraton- Dallas Hotel] 
More than 800 were there, one of the 


largest mortgage meetings held any- 
where and certainly one with a dis- 
tinction and flavor all its own 

MBA President Walter C. Nelson 


was a keynote speaker at the conven- 
In his talk, he declared that bal- 


“now IS es- 


tion 


ancing the federal budget 


sential if confidence in debt invest- 
ment is to be restored.” 

He urged members of the Texas 
MBA to “join other mortgage bank- 


ers throughout the nation in support- 
ing those who believe in a fiscally re- 
and a sound 


sponsible government 


currency.” 





W. M. Zuendt, Home Mortgage Company 
of El Paso, receives J. E. Foster Award, for 
rendering most outstanding service to the 
profession during the past year. M. J. Mit- 


tenthal, recipient of the award last year, 


makes presentation. 


Other speakers included William 
Zeckendorf, president of Webb and 
Knapp, Ine 


real estate development firm: W. A. 


internationally-known 
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Texas elects: J. DuVal West, Jones-West Mortgage Co., Dallas, re-elected secretary- 
treasurer, and Mrs. West; M. J. Mittenthal, N. E. Mittenthal & Son, Inc., Dallas, vice 
president, and Mrs. Mittenthal; Carroll L. Jones, outgoing President, Carrol! Jones Com- 
pany, Corpus Christi; Mrs. Robert W. Drye, and Mr. Drye, new TMBA president, Gulf 


Coast Investment Corporation, Houston. 








Three presidents at Texas MBA: J. D. Vanderwoude, Joyner Mortgage Co., Dallas, presi- 
dent, Dallas MBA; Walter C. Nelson, President of MBA; and Carroll L. Jones, President, 
Texas MBA. Right, the big party at Texas MBA. (See next page.) 


Clarke of Philadelphia, veteran mort- 
gage banker; W. St. John Garwood of 
Austin, former justice, Texas Supreme 
Court; and officials of government 
agencies including: 

Julian H. Zimmerman, FHA com- 
missioner; J. S. Baughman, FNMA 
president; and Phillip Brownstein, di- 
rector, VA loan guaranty service. 

Samuel E. Neel, MBA general coun- 
sel, and Martin Harris of Austin, gen- 


eral counsel in Austin of the Texas 
MBA, participated with the govern- 
ment officials in a panel discussion of 
mortgage and legislative matters. 
New directors elected include J. D. 
Vanderwoude of Dallas, Jack W. 
Townes of Fort Worth, Ancel E. 
Greene of Waco, Donald McGregor of 
Houston, Herman van Maanen olf 
Dallas, and Clyde L. Fincher of Har- 


lingen. 
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There are a number of superlatives to use in describing Texas MBA conventions—including the one for the program itself which is 


always a good one—but the one thing that can be said about the meeting that can be said about few others is a certain special party 


held each year. This time the theme was the Roaring Twenties and above are some of the people who were there and the get-ups 
they came in. The editor is too young to remember—but this was the Twenties? Identify anyone here? 


William O’Rourke New 
Cincinnati MBA Proxy 


The Cincinnati Mortgage Bankers 
Association, organized many years ago 
but not particularly active within re- 
cent years, has been re-activated. Wil- 
liam O’Rourke, of Robert A. Cline, 


Inc., has been named president; 





Walter Kautz > Th, lation: Above, Messrs. Stevenson; Landon Wallingford, board of governors, Walldon, Inc.; 
Valter Kautz, of The Ohio National O’Rourke; Mueller; and Kautz, the new administration of Cincinnati MBA. 


Life Insurance Co., has been named 


vice president; James Stevenson, Pan- 








ohio Mortgages, Inc., secretary and 
Albert Mueller, Fifth-Third Union 


Trust Co., treasurer. 





The new group includes mortgage 


Pd Enterprising 
and Energetic 
Mortgage Service 


for investors who desire representation 
in the important areas that we serve 


ADVANGE 
Mortgage Corporation 


Servicing Residential, Industrial and Commercial 
Loans from 6 Complete Offices 


banking firms, banks, life insurance 
companies and other lenders and in- 
vestors, including 

Advance Mortgage Corporation; 
Central Trust Company; Cincinnati 
Investment Corporation; Robert A. 
Cline, Inc.; 

Also The Myers Y Cooper Co.: 
Fifth-Third Union Trust Co.; First 
National Bank; Kennedy & Steven- 
son; 


Also Ohio National Life Insurance 














Co.; Panohio Mortgages, Inc.; Provi- 234 Stote St 105 W. Adams St 
ee ; DETROIT 26, MICH CHICAGO 3, ILL 
dent Bank & Trust Co.: — wane, 
1006 McKay Tower 414 Walnut St 
Also Southern Ohio National Bank: GRAND RAPIOS 2, MICH CINCINNATI 2. OHO 
— . -_ . 1449 Third National Bldg. Brumder Bidg., 135 W. Wells 
Union Central Life Insurance Co DAYTON 2, OHIO MILWAUKEE 3, WIS 

















and Walldon, Inc 
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The MBA Nominations 





> B. B. Bass—President 
> Robert Tharpe—Vice President 


> Carton S. Stallard—Second Vice President 


> George H. Dovenmuehle—Treasurer 


Each year a new admunistration 
takes over the Association helm and 
this is the time when plans for the 
event begin to unfold. The initial 


announcement is 
B. B. Bass, 
Mortgage and Investment Company, 
Oklahoma the 
next president of MBA. 
Robert Tharpe, president, Tharpe 
& Brooks, In« Atlanta, 


nated for vice president for the 1959- 


president, American 


City, 1s nominee for 


was nomi- 
60 term. 

Carton S. Stallard, president, Jersey 
Mortgage Company, Elizabeth, N. J., 
was nominated for second vice presi- 
dent 

George H. Dovenmuehle, president, 
Chicago, 


Dovenmuehle, Inc was 


nominated for reelection as treasurer 
The 
by the Nominating Committee headed 
by John F. Austin, Jr., president, T. J. 
Bettes Company, Houston 
Now for 
who will, come September, direct the 


affairs of MBA 


nominations were announced 


some notes about those 





Robert Tharpe 
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MBA’s new president has had a 
long and active career in the Associa- 
tion. This year he served as vice 


president and has been a member of 
the board of governors. He has seen 
many MBA committees, 
including the GI, Clinic, Mortgage 
Market, Executive and Membership 
others. In 1956 he 
given the MBA Distinguished Service 
Award and he has lectured at the 
School of Mortgage Banking and 
spoken at numerous MBA conferences 


sery ic e on 


as well as was 


and clinics 
In his home bailiwick, he has been 


equally active. He served as presi- 
dent of Oklahoma MBA and Okla- 
homa City Building Owners and 
Managers Association and has been a 
director of the Real Estate Board, 
Society of Residential Appraisers and 
Downtown Kiwanis Club in Okla- 


homa City as well as the Oklahoma 
County Red Cross. 
a member of the Okla- 
more than 


He is an attorney 
and has been 
Bar 


20 vears but 


home Association for 


limits his legal work to 





Carton S. Stallard 


his own profession. His entire career 
has been in mortgage banking, real 
estate and property management since 
graduating from the University of 
Oklahoma in 1928. 

He has an impressive war record. 
He was active in the famed 45th In- 
fantry Division prior to World War II 
and was called to active duty in 1940. 
He graduated from the Battery Off- 
cers Course at Ft. Sill and the Army 
Command and General Staff School 
at Ft. Leavenworth in 1941. During 
the war he was chief of the Eighth 
Army Corps Anti-Tank section and 
secretary of the General Staff Sixth 
Army under Gen. Walter Krueger. 
In March 1943 he went overseas with 
the Sixth Army Headquarters and 
served in Australia, New Guinea, the 
Philippines and Japan. He was twice 
the Bronze Star as well as 
the Legion of Merit and pro- 
moted to lieutenant colonel in 1942 
and colonel in 1944. 

Mr. Tharpe is a native of Georgia 
and began his career in the insurance 


awarded 
was 





George Dovenmuehle 





e 


ha Cli‘ 


ee! 


_— 


~~ 











field in Atlanta, later becoming asso- 
ciated with the Metropolitan Life 
Insurance Company in its mortgage 
loan department. During the war he 
was in the navy and was discharged 
with the rank of Lieutenant Com- 
mander. He was one of fifty appli- 
cants selected from a group of 7,000 
to attend the Naval War College, 
where he graduated and served on 
the staff of the Chief of Naval Air 
Training. In 1947, with J. L. Brooks, 
Jr., he organized Tharpe & Brooks. He 
has served on various Association 
committees, including the Legislative 
and Liaison groups and in 1958 was 
awarded the Association’s Distin- 
guished Service Award. He is a gradu- 
ate of the Georgia Institute of Tech- 
nology, where he played tackle position 
on the football team for three years. 
He was selected by the Associated 
Press All-Southeastern Conference for 
tackle for the 1933 season and was 
named on AP’s All-American honor 
roll. 

Mr. Stallard is a graduate of Brown 
University and a former trustee of the 
school’s University Fund. He has been 
active in educational work pertaining 
to the mortgage and real estate fields 
and has served as instructor at Upsala 
College in East Orange and Rutgers 
University Extension Division. He is 
a former president of the Mortgage 
Bankers Association in New Jersey; is 
a member of the American Institute 
of Real Estate Appraisers and Insti- 
tute of Real Estate Management. He 
is also a trustee of the Mortgage 
Bankers Association of New Jersey 
Educational Foundation. 

Renominated for positions on the 
board of governors for term expiring 
in 1963 were 

Robert M. Morgan, The Boston 
Five Cents Savings Bank, Boston; 

H. Bruce Thompson, Colonial 
Mortgage Service Company, Upper 
Darby, Pennsylvania; 

Jay F. Zook, Jay F. Zook, Inc., 
Cleveland. 

Nominated for positions on the 
board for the same term were 

R. C. Larson, C. A. Larson Invest- 
ment Co., Beverly Hills, California; 

Clarence A. Hardesty, Carroll 
Mortgage Co., Seattle: 

James W. Rouse, James W. Rouse 
& Company, Inc., Baltimore; 

William F. Keesler, First National 
Bank of Boston, Boston. 


Addison C. Pond, National Life 
Insurance Co., Montpelier, Vt. 

Renominated for associate gover- 
nors at large were 

Region 1: Thomas W. Christy, 
Dollar Savings Bank, New York; 

Region 5: Samuel C. Ennis, Sam- 
uel C. Ennis and Company, Inc., 
Hammond, Indiana; 

Region 9: C. A. Bacon, Mortgage 
Investments Co., Denver; 

Region 11: Albert L. Buchner, 
Commonwealth, Inc., Portland, Ore- 
gon. 

Nominated for associate governors 
at large were 

Region 3: John D. Yates, Stockton, 
Whatley, Davin & Company, Jack- 
sonville, Florida; 

Region 7: John M. McGill, Equi- 
table Life Insurance Company of 
Iowa, Des Moines. 

Renominated for election as _ re- 
gional vice presidents were 

Region 1: Harry Held, The Bowery 
Savings Bank, New York: 

Region 3: Charles C. Cameron, 
The Cameron-Brown Company, Ra- 
leigh, N. C.; 

Region 7: Frank R. Shugrue, Bank- 
ers Life Insurance Co. of Nebraska, 
Lincoln. 

Nominated as regional vice presi- 
dents were 

Region 5: H. Duff Vilm, H. Duff 
Vilm Mortgage Co., Indianapolis; 

Region 9: Paul J. Vollmar, Jr., 


Realty Mortgage & Investment Com- 
pany, Albuquerque; 

Region 11: Kenneth J. Morford, 
Burwell & Morford, Seattle; 

Region 12: C. C. DeWitt, Jr., East 
Bay Mortgage Service Co., Oakland, 
California. 

SALARY vs COMMISSION 
(Continued from page 35) 
personnel of mortgage companies to 
express a preference as to method of 
compensation. An overwhelming ma- 
jority of the respondents stated a pref- 
erence for a salary plus a profit-shar- 
ing plan. Not a single vote was cast 
for a comrnission arrangement — and 
this despite the fact that if big money 
can be made on a commission basis 
it certainly can be made in California. 

Of necessity, any explanation of this 
definite preference for something other 
than a commission must be subjective, 
but the writer suggests the following: 
These young men are not motivated 
by a desire to simply make a fast buck. 
Other factors are at work, factors 
which psychologists and economists 
usually lump together under the head- 
ing of psychic satisfaction or psychic 
income. There is a desire for orderly 
progression and growth—a system of 
reward not tied to the day-to-day ups 
and downs of this more than ordi- 
narily volatile business but related to 
the over-all calibre of job turned in. 

(Continued next page) 





For Constant Percent Payments... 


If you are concerned with loans 
or leasebacks where the pay- 
ment is set as a constant an- 
nual percent of the original 
amount, then you will want 
to know about our new “Con- 
stant Percent ‘Table’, just pub- 


lished. 


For example, payments may 
have been set at 8% of the 
original amount (actually pay- 
able 14 th each month, or 4th 


FINANCIAL puBLisHING COMPANY 
82 Brookline Avenue, Boston 15, Mass. KEnmore 6-1827 


BOND VALUES TABLES + MORTGAGE TABLES + AMORTIZATION SCHEDULES 


cach 3 months). Then if the 
interest rate is 5%, the ‘Table 
will show the term as 19 years 
8 months, and the amount 
paid off at 5 year intervals. 


Depreciation schedules are 
also included. 


Handy size, 5% X 3%, 288 
pages. Price $3. Specify pub- 
lication No. 87. Gladly sent on 
approval. 
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David E. Hiatt, who has been active 
for many years in the mortgage bank- 
ing business, has been elected vice pres- 
the H. Duff Vilm Mortgage 
Company, Indianapolis. Hiatt joined 
the Vilm firm in 1956 and previously 


ident of 


was assistant vice president. He is vice 
f the MBA 


group s 


president ¢ Indianapolis 


and has been active on the 


legislative committee 





Remus Hebert D. E. Hiatt 


Remus A. Hebert, for 10 years vice 
president and manager of the mort- 
gage division of Crawford Corpora- 
tion, Baton Rouge and New Orleans, 
manutacturer ol prefabricated homes, 
named assistant vice 


National 


Orleans in charge of 


has been 
dent of th 
of New 


stitution s 


presi- 
Bank 
the in- 


American 


new construction loan de- 


partment 


These men want to be something more 
than pot and pan salesmen living 
from one sale to another. Stability and 


some measure of security are desired 


and there is a strong drive for status 
\ here today, gone tomorrow attitude 


iS not present 


When you get right down to it, 
aren't these goals identical with those 
of management? Isn’t there a com- 


munity of interest here which is total- 
ly unrecognized by the philosophy of 
And is 


that all of these goals of 


the commission arrangement? 
it not true 


status, stability and orderly progres- 


sion can best be achieved, insofar as 


income arrangements are concerned, 


through a wisely administered salary 


program? 
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For outstanding service as president 
of the Greater Miami MBA Maurice 
M. Meehan, right, executive vice pres- 
ident of the J. I. Kislak Mortgage Cor- 
poration of Florida, was presented a 
plaque by Lon Worth Crow, Jr. Crow, 





a member of the MBA board of gov- 


the award at the an- 


nual installation banquet of the Mi- 


ernors, made 


ami group. 


Moving up: Alfred L. Raney, for- 
merly executive vice president of Mort- 
rage and Trust, Inc., Houston, has be- 
come associated with Alltex Mortgage 
Company, Houston, as president ; 
John A. Gilliland of Knight, Orr & 
Company, Inc., Jacksonville, Florida, 
has been named executive vice presi- 
dent of the company George C. 
Dickerson of Stockton, Whatley, Dav- 
in & Company, Jacksonville, Florida 
and chairman of MBA’s Young Men’s 
Activities Committee, has been named 


vice president. 


A series of promotions at J. Max- 
well Pringle & Co. Inc. in New York 
has been announced. Mr. Pringle who 
has been president and has just com- 
pleted twenty-one years of continuous 
service in the field of mortgage bro- 
kerage, has been named chairman of 
the board and William F. Sey, now 
executive vice president, has become 


president. Mr. Pringle, will relinquish 


some of his responsibilities in the firm, 
but 
management. Frank W. Fell has been 
promoted from vice president to the 
newly-created office of senior vice 
president. Gordon L. Pattison, in 
charge of the Los Angeles office, has 


will continue very active in its 


been promoted from assistant vice 
president to vice president; Paul C. 
King, Harold Meenan and William 
M. Walsh have been named assistant 
vice presidents. 


Stephen G. Cohn, president of 
Greenebaum Mortgage Company, 
Chicago, has been named chairman 
of the National Epilepsy League, suc- 
ceeding Mrs. l'ankersley 
of Washington. 
new directors are Bentley G. Mc- 
Cloud, Jr., vice president, First Na- 
tional Bank of Chicago. 


Garvin E. 
Among the League’s 


Albert J. Moye, vice president of 
Van Schaack & Co., Denver, has be- 
come manager of the Denver U. S. 
Bank Center complex of buildings in 
that city. 

Representing Van Schaack & Co., 
Moye will be in charge of all leasing 
and management at the former Mile 
High Center, recently sold to the Den- 
ver United States National Bank for 
$16.5 million. 

Move has been in charge of the mort- 
gage loan division of Van Schaack, 
one of four institutions in the country 
which represent both the New York 
Life and Metropolitan Life Insur- 
ance Co. 

After war service Moye moved to 
Denver and joined the A. D. Wilson 
Co. as a real estate salesman. He was 
promoted to vice president in 1951 
and was executive vice president from 
1953 until late in 1955 when the Wil- 
firm headed by Mayor Will F. 
Nicholson was merged with Van 
Schaack. 


son 


Minnesota Mutual Life Insurance 
Company has named the J. I. Kislak 
Mortgage Corporation of Florida as 
its mortgage loan correspondent for 
the Miami-Fort Lauderdale area. This 
is the company’s first venture into the 
Florida mortgage loan market, al- 
Minnesota Mutual five 
life insurance agencies in the state. 


though has 


F. Everett Warren has joined 
Louisville Mortgage Service Com- 
pany as a mortgage consultant. He 

is a native ol 
Louisville and a 
graduate of the 
University of 
Kentucky and the 
University of 
Louisv.lle School 
of Law. He comes 
to this Company 
ex- 


with a wide 





perience in the 


F. Everett Warren 


mortgage loan 
field, having been 
de- 


the loan 


partment of a 


manager olf mortgage 


real estate firm and 


prior to this was with FHA. 





MORTGAGE 
PERSONNEL 


A New York City life insurance company 
with assets of over half a billion dollars 
seeks one Residential Man and one Com- 
mercial Man for expanding Mortgage Dept 
Must be a college graduate with at least 2 
years Mortgage experience. Pleasing per- 
sonality & ability to get along with people 
necessary. Good growth potential, excellent 
beginning salary, fine staff benefits. 


Write Box 567, 
The Mortgage Banker 






















MORTGAGE AND 
REAL ESTATE 
FINANCE EXPERT 


Thoroughly experienced mortgage 
man versed in making financial ar- 
rangements. Resident of the Chicago 
area having knowledge of Chicago 
real estate and with wide acquaint- 
ance among builders and mortgage 
people in this district. 
CHICAGO TITLE AND 
TRUST COMPANY 


111 West Washington Street 
CHICAGO 2, ILLINOIS 





Ernest Kanrich has been named 
financial vice president of Percy Wil- 
son Mortgage & Finance Corp., Chi- 
cago. Robert H. 
Wilson, president, 
said Kanrich will 
be in charge of 
accounting and 
servicing. 

A certified pub- 
lic accountant in 
Illinois since 1950 
and in Minnesota 
1955, Kan- 
joined the 

Previously 





since 
rich 
mortgage firm in April. 


Ernest Kanrich 


he was with Godow and Lawrence, 
and Alexander Grant and Company, 
was a partner in Ira Rubel & 
CPA 


and 


Co., all firms. 








WANTED 


To purchase small or 
medium-size mortgage 
company in Florida. De- 
tails can be worked out 
to your satisfaction—all 
cash, or payment over a 
period of time; retention 
of key personnel, if de- 
sired. Write Box 563, 
The Mortgage Banker. 

















! =I 








FOR 


200 EAST FIFTH STREET 





One Good National Cash Register Bookkeeping 
Machine Model 3100—only two years old 

One Addressograph Machine—Model 1900 

One Graphotype Machine—Model 6300 


IOWA SECURITIES COMPANY 


Phone ADams 3-6171 


SALE 


WATERLOO, IOWA 
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Frank H. Taylor & Son, Inc., East 
Orange, N. J., 


announces that John 
R. Falkenburg, 
previously treas- 
urer, has been ap- 
pointed a vice 
president. Philip 
L. Hynes, in 
charge of residen- 
tial 


has 


mortgages, 


become an 





assistant vice 


John R. Falkenburg president. 
Promotion of Everett L. Cook to 
the position of mortgage officer of 
Teachers Insurance and Annuity As- 
sociation has been announced by 
William C. 
Mr. Cook has served the Association 
for three years as associate mortgage 
He is a graduate of Georgia 


Greenough, president. 


officer. 
Institute of Technology. 





PERSONNEL 


AND BUSINESS NEEDS 
In answering advertisements in this column, 
address letters to box number shown in care of 
The Mortgage Banker, 111 West Washington 
Street, Chicago 2, Illinois. 











South Florida mortgage company of ex- 
cellent reputation offers exceptional op- 
portunity for mature lady to take full 
charge of shipping FHA and VA loans to 
investors and FNMA. Also male or female 
to prepare closing papers for FHA and VA 
loans. Must be completely experienced. 
Excellent salary and working conditions. 
All replies confidential. Write Box 548. 


FLORIDA—FHA MORTGAGE 
SOLICITORS 
Men with FHA-VA mortgage experience, 
to 35 years of age, who want to locate in 
Florida with a good position in a good 
company, please send picture and ex- 
perience summary to Box 553. 
Mortgage Firm desires to acquire Mort- 
gage Servicing Department or Company 
located in Northern Illinois or Southern 
Wisconsin. Submit outline information in 
strict confidence to Box 565. 


MORTGAGE MAN AVAILABLE, age 
39, married, small family, now Executive 
Vice President Mortgage Corporation over 
six years experience, FHA, VA, Conven- 
tional loans with Life Co., Savings Banks, 
FNMA, Managing/Supervisor all phases. 
Education: Bachelor of Law (LL.B & 
LL.C). Will relocate. Write details of op- 
portunity available. Box 566. 
AVAILABLE, 5 years experienced mort- 
gage man, expert on closing/shipping, de- 
tailed office experience processing, FHA, 
VA, Conventional, construction loans, 
FNMA, legal background, desire inside po- 
sition detail, Bank, S&L, mortgage corpo- 
ration. Write Box 568. 

WANTED 
Cummings or similar type perforator for 
mortgage payment coupon book, hand or 
electric. Please give brand name, serial 
number and price. Write Box 581. 


43 











Stop Me If 





You've Heard— 








\ kindly Cadillac owner spied the 
driver of an old Model T Ford in dif- 
a roadside and offered to 
Along 


he forgot all about his tow, 


ficulties at 
tow him to the nearest garage 
the way 
and ran his speed up to ninety miles 
in hour with the Ford careening mad- 
ly in his wake 

\ state 
but was soon outdistanced. He phoned 


trooper set out in pursull, 
a sidekick 20 miles ahead and warned, 
Cadillac 


he’s doing 


driver of a green 


I'll bet 


“Cet the 


coming your way 
a hundred.” 
“Okay” was the reply 
‘And that isn’t all,” added the first 
‘I don’t expect you to believe 


Model T 
Ford right behind that Cadillac blow- 


trooper 


me, but there's a loon In a 


ing his horn like crazy and trying to 
Pass 
Deals ) Dive 
eR 
>, 
9 
\ meek little man walked into a 


bar, ordered two drinks from the bur- 
ly bartender, drank one and poured 
Alter 


about ten rounds of this procedure the 


the other into his shirt pocket 


bartender inquired, “Pal, why are you 
pouring the other drink into your shirt 
por ket? 

Che little man jumped up and 
snarled, ““Mind your own business, 
oal, or Pil 
counter and whale the daylights out 


you big come ove! the 
of you.” 

About that time a blurry-eyed mouse 
stuck his head out of the man’s shirt 
pocket and said, “And that goes for 
your cat, too “a 

Wall Street Journal 


Draftee’s father (at army camp 
“And where is my son, Private Smith?” 


“A .W.O.L.” 
father “What 


Sergeant 
Draftee’s 
mean by that 


do you 
99 
Sergeant: “After women or liquor.” 


Commerce 
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Jack arrived at his office late one 
morning and was greeted with giggles 
from the pretty receptionist. 

“What are at?” asked 
Jack 


“There's 


you laughing 


a bie black smudge on 
your face,” said the girl 

‘Oh, that!” said Jack 
to explain. I 


“That's easy 
wife off on a 
I took 


her to the station and kissed her good- 


Saw my 


month’s vacation this morning ; 


bye.” 

“But what about the smudge? 

‘As soon as she got on board, I ran 
up and kissed the engine.” 


\ Texan on a business trip to Chi- 
cago raised a howl with a telephone 
operator for a long distance charge of 
$2.85 

“Why, in Texas,’ he raved, “we 
can talk to Hell and back for $2.85.” 

“In 


torted, “that would be 


Texas, sir,’ the operator re- 


a lo« al ( all.” 


Bank President: 
want a responsible man.” 


“For this job, we 


Applicant for teller’s position: 
“That’s me. Wherever I have worked, 
if anything ever went wrong, they said 
I was responsible.” 


The Colonel, touring Europe, did 
not believe in forgetting those he had 
left behind. 
“I am now standing on the 
cliff from which the Spartans used to 
their defective children. Wish 


ee 


A profound philosophy of life is 


To his son at school he 


wrote: 


throw 


2 
you were here. 


reflected in the reply of a no-longer- 
wealthy man who, when asked what 
he had done with all his money, said: 
“Part of it went for liquor and fast 
automobiles, and part of it went for 


women. The rest I spent foolishly.” 


aD, 
ce 

‘The weather here in Florida is so 
wonderful,” said the old lady, “how 
do you tell summer from winter?” 

Replied the hotel clerk, “In winte 
we get Cadillacs, Lincolns and stuffed 
shirts. In summer we get Chevrolets, 
Fords and stuffed shorts.” 


) 


‘eD 
Z Ny 


4 


take it with 


that you didn’t bring it! 


The reason you can’t 


you is 
* 
Chere are two things some people 


never seem to get—all they want and 
all they deserve. 
e 
You are only young once, but you 
can stay immature indefinitely. 
The girl who knows all the answers 


may have misunderstood the questions. 
































“Don’t substitute ‘atrocious’ 
ose 


where I say lousy! 























OURTESY 





Your transactions are undertaken in an atmosphere 
of sincere appreciation for your individual 

needs when you call on us for title insurance. 
That is the experience of many top mortgage lenders 
who welcome the friendly, personal interest 


evident at Louisville Title. 


LOUISVILLE 
TITLE 
Alm) (NSURANCE 
A COMPANY ) 





LOUISVILLE TITLE 
Yutu CaNMCE Company. 


HOME OFFICE ¢ 223 S. FIFTH STREET ° LOUISVILLE, KENTUCKY 








In 1869 a golden spike driven at Promontory Point, 
Utah, joined the East and West with the first transconti- 
nental rail route. Eight years before this epic event, 
Kansas City Title Insurance Company had its beginning. 
Behind every Kansas City Title policy stands the experi- 
ence and financial strength of nearly a century of continu- 
ous expansion. 








Highball through mortgage transactions 
with Title Insurance Don’t let mortgage transfers get sidetracked 


by title troubles. Investors expect and are entitled to guaranteed security against title 
losses due to prior title defects. A Kansas City Title policy is the clear-track signal. Insist 
upon this protection in every mortgage transaction. 


Call in a Kansas City Title agent today. He can help you “highball” through mortgage 
transactions at a profitable pace. 


Licensed in the following states: Branch Offices: 


Alabama, Alaska, Arkansas, Colorado, Delaware, Florida, Georgia, Baltimore, Maryland; 210 North Calvert St. 
Indiana, Kansas, Louisiana, Maryland, Mississippi, Missouri, Mon- Little Rock, Arkansas; 214 Louisiana St. 

tane, Nebraska, Nevada, No. Carolina, Ohio, S. Carolina, Tennessee, Nashville, Tenn.; S.W. Cor. 3rd & Union St. 
Texas, Utah, Virginia, Wisconsin, Wyoming, and the District of 
Columbia Directory of Agencies furnished on request. 





Capital, Surplus and Reserves Exceed $5,000,000.00 
925 Walnut, Kansas City 6, Missouri 


VS Usirance 


Aansas (ity Fitle Zz / “Since 1861” 
wy aro 
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